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The guality ot the furnace 
vou sell is the foundation on 
which your business must 
orow--choose a good foundation 








HE average Weir dealer has a larger 
territory than other dealers. The 
reason for this is twofold. 


One reason is the Weir requires first of 
all good dealers — men who know how 
to sell warm air heating and who know 
how to give their customers the best 
there is in warm air heating installa- 
tions. 


The other main reason is this type of 
dealer doing this high type of work 
with the highest grade steel furnace 


git 





MEYER FURNACE 


Peoria-Illinois 


made naturally does a quality business 
and obtains and deserves a higher 
profit per sale and therefore does not 
spend most of his time traveling 
around giving estimates on quantity 
jobs. 

The Weir agency is a solid foundation 
on which your business can grow. 


If you are the kind of warm air heating 
contractor we want the Weir is the kind 
of furnace you need 


Let's talk it over. 


Co. 


The Original Steel Furnace 
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The red areas in the above chart show average in-between season temperatures when 
XXth Century Auxiliary Gas Burners are the most convenient 


XXth Century Auxiliary Gas Burners 


--best means of heating during six months of the year 


OST economical and convenient when 
heat is needed to ‘‘take the chill off 
the house.” 





URN it off when the sun comes out— 

turn it on during the cool mornings and 
evenings and quickly get just the amount 
of heat you want. No need to start a 
furnace fire. 


“THERE are nice profits for you in XXth 
Century Auxiliary Gas Burners—un- 
limited market, too, for every furnace-heated 
home, with gas available, is your prospect. 


NOTE the wonderful improvement of hav- 
ing the Gas Burner in the warm air 
chamber. That's why XXth Century Auxil- 
iary Gas Burners provide heat so quickly— 
they do not need to heat the heavy castings 
first. or interfere with coal fires. Separate 
flue pipes conduct fumes direct to the chim- 
ney—no sweating of windows. Costs less 
than one cent an hour to operate. 














Po ieaaed epee o> i ema 


The XXth Century H. & V. Co 
Akron, Ohio 

Without cost or obligation please send me 
complete details and prices on your new XXth 
Century Auxiliary Gas Burners. 


Send the coupon today for full information 
* and prices on this modern new gas burner. 


The XX‘ Century H. & V. Co. 
Akron, Ohio 


“Manufacturers of Fine Furnaces for 34 Years’’ 
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The Rule of Capacity 


HE only true rule by which heating 

capacity may be estimated is a yard 
stick. The intelligent buyer demands to 
know the exact measurements of grate 
area and heating surface rather than 
firepot dimensions. Heating capacity 
depends upon full-proportion in grate area 
and heating surface. The American Self- 
Cleaning Furnace is full-proportioned. 

* * * * 


We offer our dealers the two essentials to 
success: 
1. A very complete line of 
heating units. 
2. Dealer helps in advertising. 
These factors enable our dealers to secure 
more prospects and to close more sales. 


American Superiorities 


. Self Cleaning 

Covered Joints 
Ball-bearing Grates 

Feed Sectidh Thru Front 
Two-piece Slotted Firepot 
Deep, Roomy Ashpit 

. Large Ashpit Door 

Large, Double Fuel Door 


SN AWAWN 


WRITE FOR CATALOG AND PRICES 
DEPT. 300 


AMERICAN FOUNDRY 


AND FURNACE Co. 
BLOOMINGTON 
ILLINOIS 
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The large increase 
in Wise business 
has again proved 


Wise leadership in 


bringing out— 





WISE OPEN DOME 
CAST FURNACE 


A Better Fire Pot 


ple 





WISE 20 SERIES CAST 
FURNACE 


A Better Radiator 











A Better Steel Furnace 


IND out now all about the Better Wise Steel 
Furnace and the big improvements on the 
famous Wise Cast Furnaces—Write for special 
broadsides and our new Catalog No. 23, just off 
the press, which illustrate and describe Wise 
furnaces and these new improvements in detail 


The Wise Furnace Company 
AKRON, OHIO 














Mention AMERICAN ARTISAN in your reply—Thank vou! 
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Only 
Performance 
Counts 
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Furnace men make reputations and 
build business on what they do, not 
what they talk about. 


What you want is a furnace you can 

talk about—one that promises big 
things in economy and durability— 
then fulfills them. 


The Moncrief is that kind of fur- 
nace. Get acquainted with it and let 
it make money—and a reputation— 
for you. 


Send for particulars today. 


The HENRY FURNACE 
& FOUNDRY CO. 


3471 E. 49th St. Cleveland, Ohio 


Eastern Office, Room 1306, 11 W. 42nd Street, 
New York City . . . E. L. Garner, Manager 


We supply everything used 
on a warm air heating job. 


Distributors: 


Carr Supply Co., 412 No. 
Dearborn St., Chicago, 


iil. 
August Bery & Son, Mack 
ve. at Drexel, Detroit, 


ch. 
The Henry Furnace & 
rpm Co., Pittsburgh, 


~~ Furnace Co., 


Mo 
E. A. Higgins Co., 1112 
pegetas St., Omaha, 


Moncrieff esanes Co., 
Atlanta 

Moncrief omaae & Mfz. 
Co., Dallas, Texas 

E. W. Burbank Seed Co., 
o Free St., Portland, 
Me. 

J. F. Conant Ry. es 
Warehouse, Troy, N. 
Wilkes-Barre eaeeere Ys 
Steve Co., 8-20 So. 
Washington ste Wilkes- 


Barre, 
The Crawford Heating 
Co., Steubenville, Obie 





mit St., * woledo, Ohio 


MONCRIEF 
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HE Sturtevant Furnace Cleaner opens 

the way for more furnace sales and 
repair business. Every house owner in 
your community is a prospect. 


Right now is the time to get after these 
people. Send them a printed postcard or 
circular telling them that their furnaces 
should be cleaned now—that the vacuum 
method is quicker, cleaner and more 
thorough. 


Every job will net you a fair profit. A 
great many furnaces will need repairs and 
some homes will need new heating plants 

-all extra profits for you. Offer this 
vacuum cleaning service to your prospects. 
The profits on the cleaning jobs alone will 
soon pay for the cleaner. The coupon 
below brings further information. 


HYDE PARK, 
BOSTON, MASS. 





Dept. A. A. 4-14 
B. F. Sturtevant Company, 
Hyde Park, Boston, Mass. 


Without obligation to me, send along further information 
and price on the Sturtevant Portable Furnace Cleaner 


Name 
Address 


City , State 


When writing mention AMERICAN ARTISAN—Thank you! 
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What Does This Mean to YOU 
“We Sell Only to the Trade’’? 


T means that only responsible men, that are mechanics 
and have a pride in their work can call themselves 
agents for the FLORAL CITY QUEEN FURNACE. 


It means the type of men who handle this line insist on 
the best regardless of cost—that a FLORAL CITY in- 
stallation is free of trouble—that your customers are 
boosters instead of knockers and that when they want 
the best in your line they come to YOU for it. 

Some of our agents have handled the Floral City fur- 
naces continuously for the past forty years—think that 
over—there must be a reason. 

The latest features, square dealing, a reasonable price, 
and a product that is without a peer in the heating field, 
officially measured and rated are some of the features 
that make the FLORAL CITY furnace so popular with 
users and dealers alike. 

SOME CHEAPER--NONE BETTER 
Stocks in Chicago and Monroe 


Get our agency proposition--it’s interesting 


Floral City Heater Co. 


MONROE, MICHIGAN 


BRILLION. 


Chicago Office 
1654 Monadnock Building 




















VACUUM PORTABLE 
ELECTRIC 


FURNACE 


for 
— CLEANER 


PROFITS ; TS furnace men who are doing 


the cleaning business are the 

men who are getting the ma- 
jority of repair jobs. urnace 
cleaning gets you into the homes— 
if sick jobs are seen by you you 
can offer the needed comade. Wiowe 
replacement business will increase 


Install the Giant Roto-Blast 
Furnace 


The furnace 
cleaning busi- 


Let us show you 


You can easily land them with a 


Roto-Blast Tubular Furnace. It is 
used in connection with a Fan Sys- 
tem and can be installed in large 


ness will grow 
by leaps and 
bounds—be the 


how to make big first in your 
profits b install- town. 
ing Roto-Blast Fur- 
naces. Our engi- 
neers will gladly 
draw up your heat- 
ing and 


buildings such as Churches, Gym- 
nasiums, Factories and Garages, 
where steam installations are now 


being made. : ’ 
feations. Tidirece Powe de gee FB hg ey Nag 
i i ti b i i i Cc ° 
Write for priecs With its sturdy construction, seven that furnace cleaning is a business getter—take the tip. 
and descriptive Square feet of grate area and large We 
booklet. heating surface, the Roto-Blast en- One man can handle the Brillion Furnace Cleaner. Conven- 
ables Ae to secure big jobs easily iently carried in small car — NO DIRT, NO DUST while cleaning. 
; It is sturdily built of Cast Aluminum — It operates from light 
- . eee oe ee — a o socket—will clean all makes of furnaces and boilers. 


A light, sturdy efficient cleaner 


| SS ee eS 
BRILLION FURNACE CO., 17 No. LaSalle St., Chicago A.A. 
200-300 Park Ave., Brillion, Wisconsin. 

Send full details on BRILLION FURNACE CLEANER 


MANUFACTURED BY 


THE MONCRIEF FURNACE CO. 
ATLANTA, GEORGIA 











ae 
Say you saw it in AMERICAN ARTISAN—Thank you! 
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The 
NEW 
FAULTLESS 
FURNACE 


-with these outstanding 
| Superior Features 


Larger Radiator than other 
makes. 

Greater Heat Pipe Area. 

Greater Free Air Space. 

Heavy Castings—strongly ribbed. 

Covered Gas-Tight Joints 

Solid Base Bottom and Ring. 

Arched Feed Section. 


Frameless Doors — Independent 
of Front. 


Gas Baffle Door. 
Large Feed Door Opening. 
Cogless Grates. 


Gas Ignition (or Smoke Con- 
sumer) is part of regular 
equipment. 


Brass Hinge Pins. 

Brass Bolts in grate bar panel. 
Very Large Humidifier. 

Extra Large Grate Surface. 
Handsome Gray Front. 


Upright Shaking Device if pre- 
ferred. 




















The 
most 
complete 
and 
attractive 
standard 
style 
in the 
high 
quality 
field 





esigned 


TO MEET THE REQUIREMENTS 
OF THE Standard Code AND BACKED 
BY FIFTY YEARS OF EXPERIENCE 


WE firmly believe in the future of 
warm air heating and know that 
there are right now enough progressive 
warm air heating men doing business 
with the Standard Code to make this 
uncommonly high grade construction 
a necessity. 


Our aim in designing this New Series 
‘*C’? Faultless Furnace was to make as 
good a furnace as the ideals and the ex- 
perience of the best brains in the warm 
air heating industry could produce. 


When you see this furnace you’ll know 
that we aimed high and made good. 
It ts high quality clear through—read the list of features 


at the left—write for complete detailed information and 
the GRAFF agency proposition TODAY. 


The GRAFF FURNACE COMPANY 


Makers of FAULTLESS FURNACES for Fifty Yea 
116-18 Wooster St. 


Mention AMERICAN ARTISAN in your reply—Thank you! 


NEW YORK CITY 
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No. 16 Elbow No. 10 Boot 


Easy Air Flow 


HiANPY Pipe is designed 
for you—that means it 
is made like you would 
make it but for the fact 
that it is more economical 
and labor saving to have 
us make it for you. 


The best of workmanship 
and material are used]Jplus 
a patented construction 
that insures perfect fitting 
and positive air delivery. 


A big feature of Handy Pipe 
is its curved angles—this 
means easy air flow. 

It’s a good idea to have 


the Handy Catalog handy— 
Write for it today, 


F. MEYER & BRO. CO. 


PEORIA, ILLINOIS 


~—o 
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TEELA 


BOLTLESS 


The 
NE REVERSIBLE CHECK DRAFT 


Es. to ofste 11; Beet so 

wl BE and f ~ { 
h 5 See age 

seh te | 


Reversible — no tee . 
joint needed. 





slide check off. Write for 


Cuts labor one-third— 
makes profit larger. nour bd 


TEELA SHEET METAL CO., - - OSHKOSH, WIS. 


d prices 
~ today 






































No. 12 Boot and 


No. 12 Boot and 
No. 6 Angle 


No. 6 Angle 














352 Flexible 








Pages Leather 
Binding 
247 
Figures 
165 Measures 
Tables 414,x5 in. 











One of the Best and 
Most Popular Books 


on tinsmithing and elementary sheet metal work. This is the 
latest edition and the contents are new excepting the chapter on 
Mensuration, which has been re-arranged and amplified, and 
sibly some fifty pages of problems onl tables which are classified 
to the phase of the work they cover. 


This Book Covers Simple Geometry and 
Every Phase of Modern Pattern Cutting 


from the making of every t of ca Lap and Joint, to Coni- 
cal Problems and Tinware, Elbows, Piping, Ducts, Gutters, Lead- 
ers, Cornice and Skylight Work and Furnace Fittings. 

In fact an excellent all-around book fot every man in the trade. 
Mr. Williams writes in an easy-to-read, helpful manner, giving 
you all the necessary details about each subject he handles. 


You should add this widely read book to your collection now. 


PRICE $3.00 


AMERICAN ARTISAN 


620 South Michigan Avenue, Chicago, Ill. 








When writing mention AMERICAN ARTISAN—Thanrk you! 




















ipril 14, 1928 AMERICAN ARTISAN 





Call Up Your Hart & Cooley Jobber 


--he will serve you promptly 


Our jobbers in the principal parts of the country are now 
well stocked with the complete Hart & Cooley line.... all 
ready to help you get under way with a big season's 
business. If you do 
not know the name 
of a nearby Hart 


No. 160—One Piece & Cooley jobber, 
Baseboard Register ° : ’ 
write us. 





No. 160—A new Baseboard Register with large free air capac- 
ity, pinched-back fretwork, beautiful lines and low prices. 

No. 255—Best installations require inside cold air returns 
for expelling cold and vitiated air. Our Steel Cold Air 
Face No. 255, with its large free area is ideal for this purpose. 


No. 255-COLD AIR FACE-—-carried in stock in oak, black 
japan, and oxidized copper finishes. 


THE HART & COOLEY MFG. CO., NEW BRITAIN, CONN. 


Manufacturers of Registers, Wrought Grilles and Radiator Enclosures 
New York Chicago Philadelphia 
I East 42nd St. 61 W. Kinzie Street 1600 Arch St. 
(WESTERN WAREHOUSE AT CHICAGO) 





























WARM AIR 


REGISTERS 
























RO SMALL 
PINS. CATALOG ON REQUEST 


THE LAMSON & SESSIONS CO. 


THE KIRK-LATTY CO. 
1971 W. 85th St. Cleveland, O. 














The 
PATTERNS ino nesters | 4 1JERISTOCRAT 


THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO | 





of all registers, combining air capacity, 
decorative and concealing features. 


PATTERN Sl] caGsecehey teat standard boxes 








FOR STOVES AND HEATERS 1x woop aoa ion Auer Patented mechanical features 
VEDDER PATTERN WORKS ‘“*"*;;)°"*° TROY, N.Y. make it perfect in operation,—quick 
, and easy to install. 
IRON AND woop Auer’s Save Hours and Dollars. 


STOVE PATTERNS ||| The AUER REGISTER CO. 


QUINCY PATTERN COMPANY Cleveland, Ohio 
























QUINCY, ILLINOIS 





Suy you saw it in AMERICAN ARTISAN—Thank you! 
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THE MOST VALUABLE THING IN THE WORLD 


I am the most desirable thing in life. Without me no one can be healthy, 
happy or useful. | 

The hidden wealth and vast resources of this earth would have no value with- | 
out me. 

I am the great developer of man. No other agency has called forth so many 
of his hidden treasures, developed more power of mind and body than I have. 

Men and women who try to get along without me are characterless, selfish, 
undeveloped, useless and unprofitable members of society. I am behind every for- | 
tune, every art and science, every achievement, every triumph of man. | 

Rich men and poor men alike often try to find substitutes for me, hoping 
thereby to secure a larger measure of happiness, peace, and satisfaction, but they 
are always bitterly disappointed. Instead of gain, every substitute for me brings 
them infinite loss. 

As the creator is greater than the creature, so I am greater than wealth, power, 
fame, learning, or any other acquired possession or quality of man, because I am 
the source through which he acquired them. 
| I am—Work. 
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Ascoloy 

Black Steel 
Blue Annealed 
Galvanized 
Patent Leveled 
Silver Finish 
“C” Pickled 
Single Pickled 
Deep Stamping 




















Partial List of Sheets 


Uniform Blue 
Wellsville Polished 
Bill Posters 

Partition Steel 
Electric 

Tool Steel 

Lead Coated (Ternes) 
Corrugated Armco 
Corrugated Steel 





RYERSON 


85 YEARS OF STEEL-SERVICE 


heets ~ 
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B* the bundle, or by the ton, any quantity of Sheets you need, 
will be delivered immediately. The huge stocks carried at 
eight Ryerson plants inchide all standard sizes, gauges, and fin- 
ishes. Stored in heated rooms to preserve the quality and finish. 
Draw on these stocks to meet your every requirement. 


Bars, Angles, Channels, Rivets, Bolts 


and all other steel products which the sheet metal worker uses, 
can be delivered immediately from stock. See the current issue 
of the Ryerson Journal and Stock List for sizes carried at the 
various plants. 


Tools for the Sheet Metal Worker— 


Beaders, Turning Machines, Snips, and all the many sheet metal 
tools can be supplied by Ryerson. Every tool is backed by the 
Ryerson Guarantee covering both price and product. Write for 
catalog No. 27. 


JosePH T. RYERSON & SON wc. 


Plants: Chicago, Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, Buffalo, Boston, 
Jersey City 


Representation in: Minneapolis, Tulsa, Houston, Newark, New York, 
nver, Los Angeles, San Francisco 





on 
cn 
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Unquestionably- 


THE GREATEST VALUE EVER OFFERED! 


Greatly increased production makes possible 
a 30% reduction in the price of the 


FAMOUS No, O. X. METAL PUNCH 


DROP FORGED 
STEEL 


Patented December 9, 1919, No. 1,324,621 
June 6, 1922, No. 1,418,474 


This announcement will be enthusiastically greeted by 
thousands of sheet metal workers. Just think, the famous 
No. O. X. Metal Punch—conceded by more than 35,000 
sheet metal workers to be the most powerful and practical 
Punch on the market for both shop and field use—at this 
low price, $5.90 complete with one each 1/8’, 3/16” and 
1/4” punch and die. 


Here are a few of the many features of the famous 
No. O. X.: @(1) Measures only 8” overall and weighs 
but 2-5/8 Ibs. (2) Can be easily operated with one 
hand, allowing the other hand to be used for guiding the 
work. @(3) Powerful: Punches 1/4” hole in 14 gauge 





Now $520 


Complete with 
3 Punches and 3 Dies 





or equivalent, with ease. (4) Made of drop forged 
steel, all moving parts of tool steel, individually hardened 
and tempered, insuring long life. (5) Front pointer 
and side gauge combination, another exclusive feature of 
the No. O. X., enables you to punch holes exactly where 
you want them, many times eliminating center punching. 
@(6) Punches and dies easily and quickly changed by 
throwing back handle (wrench and screw driver for this 
operation provided in the side gauge.) 

Punches and dies are made in six stock sizes: 
1/8”, 5/32”, 3/16”, 7/32”, 1/4” and 17/64”. Intermediate 
sizes of round punches and dies can be made to order. 


Order from your Jobber 


HYRO MANUFACTURING CO., Inc. 


es 200 VARICK STREET 


NEW YORK, N. Y. 








, 


~~ 














CHICAGO, APRIL 14, 1928 














& 





Mrs. W. H. Mummey, Mr. A. L. Mayers, Mrs. E. E. Walters, Mrs. C. H. Lauerman, Miss M. Kratzert, Mrs. E. Ludwig and 


Mrs. W. Schlatter. 2. Mrs. R. 


E. Summers, Miss Etta Cohn, Mrs. Wm. Bertelsen, Mrs. H. J. Maihack and Mrs. 


Dave R. Farquhar. 3. Harry Butler, W. H. Mummey, Herb Symonds, George Harms, W. D. Schlatter, Jules 
Gerock, and E. E. Stoffer. 4. Jay Barton, Jack Sauer, Pete Lorenz, V. E. Anderson and Roy Harrison 


Illinois Sheet Metal Contractors Convene to Study 


Accounting Methods 


Standard Code Also Has Its Inning at 2-Day 
Rock Island Meeting, April 11 and 12 


fre: 11 and 12 were big days 
at Rock Island for members of 
the Illinois Sheet Metal Contractors’ 
Association. The excellent program 
led the men to take a great interest 
in the talks and the discussions that 
followed were more spirited and 
showed a greater desire on the part 
of the membership to teach and 
learn than ever before. 

R. G. Summers, President of the 
Rock Island local, called the meet- 


By J. F. JoHNson 


ing to order, and G. J. George, 
President of the state association, 
conducted the meetings. 

The Honorable Chester C. Thomp- 
son, Mayor of Rock Island, Illinois, 
made a brief address of welcome. 
G. J. George responded to the may- 
or’s address and at’ the same time 
read his annual report. In this he 
called attention to the Trade Devel- 
opment Book of the National Asso- 
ciation of Sheet Metal Contractors 


and to the Standard Code. He 
stated that his home city, Spring- 
field, had a new furnace ordinance 
and that its application was taken 
entirely out of politics. 

Williamy A. Schmoeger, Peru, re- 
porting for the committee on mem- 
bership, showed that the association 
is holding its own in keeping the 
membership together, with a good 
addition every now and then. 

Rudy Jobst, Peoria, reported that 
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the group meeting recently held at 
Peoria was a big success. He urged 
a continuation of the group meet- 
ings in the Peoria district and urged 
other meetings of similar nature. 

After these preliminaries, J. G. 
Dingle, accountant of Ottawa, IIli- 
nois, addressed the meeting. Mr. 
Dingle’s remarks are given under a 
separate head on another page of 
this issue. The questions put to Mr. 
Dingle following his address pro- 
duced a great many valuable discus- 
sions on bookkeeping and account- 
ing which proved of great benefit to 
the membership. So great was the 
interest that the meeting extended 
well past lunch time. 


Standarg Code Explained at 
Wednesday P. M. Session 

E. B. Langenberg was the speaker 
of the afternoon, and his subject, 
“The Standard Code Method of 
Figuring Furnace Jobs,” was great- 
ly appreciated. This address will 
also appear in full in a later issue. 
The discussion provoked many ques- 
tions and centered largely around 
the inside or outside wall cold air 
returns. A great many of the group 
favored the inside wall or shorter 
cold air return for increased eff- 
ciency and lower cost. Others fa- 
vored the longer outside wall cold 
air return, claiming that the inside 
wall return induced excessive drafts 
across the floors. 

Another question which enlight- 
ened many was, “What changes 
would have to be made in the in- 
stallation if a large open fireplace 
were installed in the living room?” 
The answer to this question dis- 
closed the fact that the only remedy 
to this situation would be to place 
a damper in the fire place so that it 
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would be shut off when not in use, 
as otherwise the draft caused by the 
flue in the fireplace would upset the 
balance of the system and _ raise 
havoc with the circulation. 

Mr. Langenberg called attention 
to the fact that a committee of 
warm air heating men was at the 
present time hard at work on the 
question of warm air heating for 
garages and that in a short time this 
committee will have some revelation 
to make that will have an important 
bearing on the warm air heating in- 
dustry in garage heating. 

Charles N. Louis, Peoria, chair- 
man of the group affiliation com- 
mittee, appointed at the last national 
convention, presented the affiliation 
with the roofers’ association propo- 
sition. After a brief discussion of 
the proposition, it was unanimously 
rejected. 


Banquet a Gorgeous Affair 

One hundred and eighty guests 
partook of the banquet tendered by 
the Travelers’. Auxiliary to the 
Sheet Metal Contractors Wednes- 
day evening. 

The dinner was_ good, the 
speaker, J. B. Palmer of Daven- 
port (the man who put Davenport 
on the map through his radio sta- 
tion WOC), went over big and the 
music for the dancing couldn’t be 
better. 

Auxiliary President Lorenz sur- 
prised all by beating the drum dur- 
ing one of the dance numbers and 
when “Pete” gets tired of selling 
sheets, he’ll know where to come 
for a recommendation as to his skill 
as a jazz artist. 

The Illinois Auxiliary is the only 
one that pays especial attention to 
the ladies—following its custom a 


Illinois Sheet Metal Contractors, Their Wives and G 


beautiful gift was presented to each 
visiting lady, this year’s gift being 
a novelty leather vanity case—use- 
ful as well as pretty. 


Thursday A. M. Session 

George Harms of Peoria, past 
president of the National Associa- 
tion of Sheet Metal Contractors and 
a present member of its executive 
board, was the main speaker on 
Thursday’s program. His subject 
was “Our National Organization 
and What It Means to the Indi- 
vidual Member.” Mr. Harms de- 
viated from his subject in begin- 
ning, stating that one big work in 
which the national organization was 
at present heavily engaged was in 
fact an outstanding illustration of 
what the nationa® organization 
means to the individual member. 
He spoke of the Trade Develop- 
ment book which is now in prepara- 
tion and which it is hoped will soon 
be ready for the printer. 


“Our Sheet Metal Encyclopedia,” 
Mr. Harms called it and he ex- 
plained the many different sections 
and gave a report on the progress of 
the work which is in the hands of 
many men well known in the trade. 

The book is expected to exceed 
500 pages he stated and in order to 
facilitate the committee’s work he 
urged the Illinois organization to 
order in advance of publication as 
many copies as they could use. 


Illinois is at present leading all 
other states in subscription, the Chi- 
cago organization alone having 
ordered several hundred copies. 


Harry Butler of Bloomington 
ordered five of the books for his 
personal use and several other mem- 
bers ordered copies independent of 
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what the state organization wished 
to take. 

Harry Detmers of Chicago fol- 
lowed Mr. Harms and_ explained 
that he was present to carry a mes- 
sage from the national president, 
Paul Bersach, who was unable to 
be present owing to his attendance 
at another meeting in Chicago in 
connection with the National Asso- 
ciation affairs. 

The message Mr. Detmers 
brought was of greetings and an in- 
vitation to all to attend the National 
Association Convention to be held 
in Cleveland, Ohio, May 22, 23 
and 24. 

Mr. Detmers said that being 
located in the same city with Mr. 
Biersach, he conferred with him 
often and therefore he knows the 
national convention has great things 
in store and urged everyone to make 
the trip to Cleveland. Mr. Detmers 
also told about the movement now 
under way, started by the Asso- 
ciated General Contractors in which 
it is hoped many difficulties now 
present among general contractors 
can be ironed out. 

He stated that Paul Biersach and 
himself, members of the committee 
from the sheet metal contractors 
will meet with a body of men com- 
posed of committees of other sub- 
contractors and general contractors 
in the near future. 

Mr. Biersach, he explained, was 
at present in attendance at a com- 
mittee meeting of a national group 
of building contractors which is in 
session to find out ways and means 
to do away with seasonal periods of 
building. 

He also outlined the _ recent 
Mooseheart meeting which was 
called by Mr. J. A. Brandt, sheet 





sembled at Rock Island, Illinois, During Recent Convention 


metal instructor at Mooseheart, for 
the purpose of establishing a re- 
liable all inclusive sheet metal 
course of instruction. The Chicago 
organization, Mr. Detmers said, is 
a busy one and very active and 
willing at all times to cooperate with 
the state association. He said that 








Sheet Metal Contractors 
Notice! 

“There was a committce ap- 
pointed at Dallas, Texas, at the 
National Sheet Metal Contractors’ 
convention to meet with a commit- 
tee of the Gravel and Slag Roofers’ 
Association to affiliate the Sheet 
Metal Contractors, Gravel and Slag 
Roofers, Slate and Tile Roofers 
and all built up roofing associations 
under one head. The Illinois asso- 
ciation decided unanimously against 
this affiliation, also the Peoria local. 

“T ask all associations in the state, 
as well as individual members, to 
write me a letter setting forth that 
they are opposed to this affiliation— 
which correspondence I will use at 
the proper time at our next meeting 
in Cleveland, Ohio.” 

Cuas. M. Louts. 
Peoria, Illinois. 


April 11, 1928. 





the Chicago organization was at 
present working on the redrafting 
of the Chicago Building Code so 
that sheet metal would be repre- 
sented wherever it rightfully be- 
longs. . 

Reports of various committees 
were given and accepted. 

Election of Officers 

The election of officers resulted 

as follows: President, Rudy Jobst; 





vice-president,. Joe Walters; secre- 
tary, Ralph Poe; treasurer, James 
Barrett. 

A keen fight was waged for the 
1929 convention between Peoria 
and Springfield. Each of these 
cities brought a representative of 
the Chamber of Commerce’ and 
these men and the favorite sons of 
each city did a lot of orating for 
their respective home towns. 

Aurora also wanted the conven- 
tion next year, but withdrew its bid 
so the voting would be between 
Peoria and Springfield. Charlie 
Louis asked Griff <seorge to ap- 
point two tellers each from one of 
the contesting cities and this was 
done with Jack Stowell of Aurora 
acting as judge. 

Frank Eynatten of Peoria and 
Fred Graeff of Springfield were 
tellers. Peoria won the honor of 
having the 1929 convention by a 
margin of nine votes. 

Jules Gerock and Herb 
Symonds Win Again 
Illinois Auxiliary Fight 

With an attendance of over sixty 
members, the Illinois Travelers’ 
Auxiliary held the most successful 
meeting in its history Thursday 
morning, April 12, at the Fort 
Armstrong Hotel, Rock Island. 

The meeting was more or less de- 
voted to routine work. 

The treasurer’s report showed a 
very healthy balance. 

The Nominating 
Harvey Manny, R. H. Harrison 
and H. J. Niehaus, brought in the 


Committee, 


following ticket: 
President: Frank Fraser. 
Vice-President: A. P. Halm. 
Secretary: Etta Cohn. 
Treasurer: J. B. Sauer. 
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1. Mr. R. A. Salmonson, Mrs. Carl Holmquist, Mrs. F. G. Maihack, Mrs. Wm. Schmoeger, Miss Martha Heilsted, Mrs. 


H. O. Bucholz and Mrs. Henry Radtke. 


2. Mrs. B. T. Hoffman, Mrs. Snowden, Mrs. C. A. Chirico, Mrs. P. A. 


Kennedy, Mrs. Harvey Manny, Mrs. Jack Sauer, Mrs. L. A. Denoyer, Mrs. J. J. Walter and Mrs. Sam P. 
Burgess. 3. J. G. Dingle, J. H. Pearson, Frank Eynatten, and Rudy Jobst 


This report was unanimously 
accepted. 

The committee refused, however, 
to take the responsibility of nomi- 
nating a sergeant-at-arms to suc- 
ceed the “Gold Dust Twins,” Herb 
Symonds and Jules Gerock. 

Harvey Manny, as the minority 
member of the nominating commit- 
tee, asked permission to nominate 
Herb Symonds and Jules Gerock to 
succeed themselves as sergeants-at- 
arms. 

As usual, the “fight” waxed hot 
and heavy. Jack Barclay was the 
opposing candidate. It was rather 
an unevenly matched “fight”—two 
against one. 

However, with true chivalry, 
Barclay stepped out and suggested 
unanimous election of Herb and 
Jules. 

The board of directors selected 
was: Jack Barclay, chairman; P. M. 
Lorenz, J. V. Arnhorst and H. J. 
Niehaus. 

A special vote of thanks was 
given to Lou Denoyer, Sam Bur- 
gess and O. P. Ingledew of the 
Entertainment Committee, as well 
as the retiring officers. 


Resolutions of condolence were 
offered on the deaths of Joseph 
Farris and the mother of our mem- 
ber, T. J. Coughlin of Peoria. 

It was also decided that the con- 
tractors be asked to allow approxi- 
mately an hour at the regular con- 
vention each year for a joint meet- 
ing of the Auxiliary and contractors 
in order that they might talk over 
their problems. 

After the introduction of the new 
officers the meeting adjourned. 





Henry Furnace and Foundry 
Establishes Toledo, Ohio, 
Warehouse 

The Henry Furnace & Foundry 
Company of Cleveland, Ohio, man- 
ufacturers of Moncrief furnaces, 
furnace pipe and fittings, has estab- 
lished a wholesale office and ware- 
house in Toledo to supply promptly 
the needs of retail furnace dealers 
in northwestern Ohio. The office is 
located at 923 Summit Street and 
will be under the management of 
Homer Cunningham, who has been 
with the company as salesman for a 
number of years. 

The company has just issued a 


new pipe and fittings catalog, show- 
ing one of the most complete lines 
in the country. 





Salesmen! Expose 
Yourself to 
Sales 

The main thing in selling is to 
expose yourself to sales. Put your 
preconceived ideas in your pocket 
about who will and who will not 
buy from you and just expose your- 
self to a sale by having your feet 
carry your body into the office of 
the factory of the manufacturer you 
want to sell. Talk to him. Let him 
throw you out if he will, but at 
least expose yourself to business. 

You can never know what the 
other fellow is thinking. You never 
know when he has changed his 
mind. Sometimes, arguments that 
you have used on one trip do not 
bear fruit until long afterward. 

There are a lot of people in this 
world who like to think things over. 
It takes time for ideas to percolate. 
We catch diseases by exposing our- 
selves to them and are quite sure 
that the more we expose ourselves 
to business, the more business we 
will get. 











61 


How Do Your Profits Compare With These Eleven 


Sheet Metal Shops? 


Analyzing Financial Statements, Shows W hat 
These Shops Need to Do to Make More Profits 


HEN I appeared before your 

convention last year, I used 
some figures not related to your in- 
dustry. This year several of your 
members have furnished me their 
operating statements for 1927. 
These figures have been placed on 
a comparative basis and reduced to 
percentages. I shall attempt an an- 
alysis of these figures in such a way 
as will give you a new and interest- 
ing view of your business. 

first, I want to thank those who 
sent me their figures for use in this 
talk. You have been furnished with 
a copy of your operating statement 
as I have arranged it for use here, 
together with your location or key 
on the board. It is my hope that 
you will follow me in my comments 
on these figures and be thereby bet- 
ter able to analyze your business as 
it compares with the others here pre- 
sented. You whose figures are used 
in this comparison have something 
concrete to work with. Those who 
do not have figures on this board 
can apply my remarks to their busi- 
ness by generalities only. You will 
note from the board that there is 
nothing to identify your business to 
others. I shall not disclose the 
identity of any set of figures here 
used. I would suggest, however, to 
such as are represented on the board 
that if you know any mémber who 
is represented also, a comparison 
and discussion privately of your fig- 
ures and his will be of interest and 
quite beneficial to both. 

By way of qualification, let me 
say that I have eliminated the sal- 
aries of the managers, or proprie- 
tors. This has been done for the 
reason that the figures are more 
comparable before salaries of pro- 





*Address by J. G. Dingle, Account- 
ant at Ottawa, Illinois, delivered at the 
Illinois Sheet Metal Contractors’ con- 
vention at Rock Island, Illinois, April 
11 and 12, 1928. 


By J. G. Drncie* 


prietors are included. This for the 
reason that one may be a corpora- 
tion, another may be a partnership 
and the third may be an individual 
venture. 


Need Uniform Accounting 
System 

There is another qualification | 
wish to make. These figures are 
furnished by members of your as- 
sociation from their books. In the 
absence of a uniform plan for classi- 
fication of their accounts, one may 
classify as material what another 
may call expense—say shop sup- 
plies. One may charge all salaries 
and wages to “Labor” while another 
may charge to that account only 
productive or direct labor. The 
comparative value of these figures 
is lessened by that lack of uniform- 
ity. It may increase cost of sales 
and decrease expenses or vice versa. 
In the end, it does not affect the 
profit. It does materially affect the- 
cost of sales and expense content in 
sales. Then, too, some of these fig- 
ures do not include depreciation and 
bad debts, two expenses that we will 
all have. 

I shall now take up the several 
businesses represented on this chart 
in their order and attempt an analy- 
sis of their figures. In this I am 
handicapped through lack of more 
general knowledge concerning the 
industry. I have been unable to as- 
certain the general experience of 
your industry as to cost of sales, ex- 
penses and such data. For instance, 
we know that in the hardware busi- 
ness, a certain gross profit is consid- 
ered average; also that expenses 
amount to a certain average per- 
centage. The same applies to many 


. other industries. In your industry 


I have been unable to obtain such 
data. I shall, therefore, base my 
remarks on my own idea as to what 
would be a fair showing rather than 


definite facts as to general condi- 
tions. 

You will note No. 1 is the only set 
of figures showing a loss. 
placed this as number one for the 
reason of that loss. We _ will all 
agree that such a showing is rather 
unusual and undesirable. This 
business sold for $100.00, material 
and labor costing him $87.22— 
$77.14 for materials and $10.08 for 
labor. Right away, you will say 
there is something out of the way 
there. He must» have done an un- 
usual business. You might even say 
he was using gold plated materials. 
You would also question his labor 
cost. My personal opinion is that 
this is not a general sheet metal 
business but rather a specialized 
branch of the industry. From the 
fact that the direct labor content is 
but $10.08, it would appear that his 
material is merely installed—bought 
in its finished state. His expense 
content in sales amounts to $15.81, 
which is a very reasonable figure, 
in my opinion. The fact that his 
gross profit was but $12.78, he 
shows a loss of $3.03 for every 
$100.00 of sales. This business ap- 
parently did not get enough for his 
goods sold. The trouble is not with 
the expense content but with the 
cost of goods sold. 

Number Two shows a much bet- 
ter result. For $72.16, composed 
of $48.15 for material and $24.01 
labor, he obtained a price of $100.00 
in sales, leaving him a gross profit 
of $27.84. His expenses were rea- 
sonable—$12.51, which left $15.33 
for his profit. This man’s expense 
accounts include depreciation and 
bad debts. This set of figures might, 
in my opinion, be considered fairly 
average of what might be obtained 
in your industry. I have but one 
criticism to offer and that is on the 
$48.15 for material. That appears 
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| 2 3 4 5 6 7 ° 8 9 10 11 
CR Pea. de ie 100.00 100.00 100.00 100,.00° 100.00 100.00 100.00 100.00 100.00 100.00 100.00 
Cost of Sales .... 87.22 72.16 80.17 49.34 57.31 7547 74.41 57.25 60.66 64.02 6691 
Gross Profit ..... 12.78 27.84 1983 5066 42.69 24.53 25.59 42.75 39.34 35.98 33.09 
Expenses ....... 15.81 12.51 12.67 24.47 14.66 12.77 8.85 15.93 31.08 28.39 10.71 
ES kk oa ceeee *__3 03 15.33 7.16 26.19 28.03 11.76 16.74 2682 8.26 7.59 22.38 
Material ........ 77.14 48.15 48.74 2782 28.25 45.57. 45.95 2869 30.94 36.05 27.87 
ECCT, 10.08 24.01 ° 31.43 21.52 29.06 2990 2846 28.56 29.72 27.97 39.04 
Cost of Sales .... 87.22 72.16 80.17 49.34 57.31 75.47 74.41 57.25 60.66 6402 66.91 


*Loss. No salaries for management included in above figures. 
Analysis Chart of Financial Statements of Eleven Different Sheet Metal Contracting Businesses Used by Mr. Dingle in 


a little high while labor seems to be 
a little low. From several sources, 
I have learned that material and 
labor ought to be reasonably equal. 
Of course different classes of work 
would cause this to vary somewhat. 
The gross profit obtained by this 
man amounts to $27.84, while I 
would think it should amount to at 
least $30.00, or 30 per cent of sales. 
As stated, I believe his expense ac- 
count is fairly average. 

Number Three has allowed his 
cost of sales to climb to $80.17— 
$48.74 for material and $31.43 for 
labor—and while his expenses are 
reasonable, his profit is very low. I 
believe his price was too low for the 
material and labor sold. 

Number Four shows a radical 
change from the first three. Where 
their material and labor costs were 
above $70.00, this man has kept his 
down to $49.34—material of $27.82 
and labor of $21.52, with a result- 
ing gross profit of $50.66. Offset- 
ting this, the expenses have climbed. 
His expenses which do not include 
bad debts, amount to $24.47 as com- 
pared with twelve to fifteen dollars 
for the first three. This man, evi- 
dently, has_included in expense 
some direct labor. Or, as I believe, 
has gotten very good prices for his 
material and labor, but has not 
watched his expenses as closely as 
he should. His final profit is ex- 
ceptionally good. 

Number Five takes the prize for 
results. This business has put 
$28.25 of material and $29.06 of di- 
rect labor together and sold it for 
$100.00, leaving a gross profit of 
$42.69. With expenses amounting 
to $14.66 he finished with a net profit 
of $28.03. He has, in my opinion, the 


His Article 


best balanced figures on this board. 
His material and labor costs are 
almost equal. He has a very rea- 
sonable expense account, although 
his expenses do not include depreci- 
ation or bad debts. He may not 


_ have bad debts, but we do know he 


has depreciation. 

Number Six is almost the same 
as Number Two, also Number 
Three, as to cost of sales. Material 
cost is about one and one-half times 
labor cost. Gross profit of $24.53 
is a little low and the expenses of 
$12.77 are about average. The final 
profit shown is rather small. These 
expenses do not include deprecia- 
tion or bad debts, but I am of the 
opinion that they do include salary 
of the manager with other indirect 
labor. 

Number Seven is unusual in that 
while material and labor costs are 
almost identical with Number Two, 
Three and Six, expenses are but 
$8.85. This is unusually low for 
expenses and results in a very nice 
showing, notwithstanding the low 
gross profit obtained. If this busi- 
ness could improve the gross profit 
a little—that is—get a little better 
price for his work—he could make 
a very nice profit. 

Number Eight compares very 
closely with Number Five. The ma- 
terial and labor costs are almost 
equal and the gross profit obtained 
amounts to $42.75, as compared to 
Number Five at $42.69. Number 
Eight, however, has expenses of 
$15.93, which leaves his $26.82 
profit. He gets six cents more gross 
profit than does Number Five, but 
on account of $1.27 more expenses, 
he makes $1.21 less profit than 
Number Five. These two fellows 


are almost twins. I would suggest 
that you fellows dig out the identity 
of these two business and see if you 
can learn their secret of doing busi- 
ness. They have something worth 
your while. 

Number Nine shows a very nice 
gross profit—being about repre- 
sentative, I would say. In my opin- 
ion, this man gets about the right 
price for his work. His material 
and labor costs are about equal and 
yield him a gross profit of $39.34. 
His expenses, and here let me say 
that I believe this business has the 
best expense analysis of the entire 
lot—including all expenses of the 
business, yet they are too high for 
the volume of business done. Where 
his expense amounts to $31.08, it 
should not exceed $15.00. I believe, 
however, that this business is well 
organized and will show great im- 
provement in the next year or two. 
These figures as they came to me 
indicate a well organized and well 
managed business, but not yet doing 
a business of sufficient volume to 
produce results on the expense ac- 
count. I believe, however, that with 
the foundation this man has laid, he 
will build his sales to the point that 
his expense account will be reason- 
able, and that he will get the proper 
gross profit from his sales, resulting 
in a good profitable business in the 
end. 

Number Ten compares favorably 
with No. 9. The material content 
in sales has climbed a few dollars 
while labor has dropped a little. 
Gross profit has dropped a few 
points but expenses has also 
dropped. The expense has not 
dropped low enough to off-set the 
increase in material and labor costs. 
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Number Eleven is unusual in that 
while gross profit and net profit are 
both very good, labor is greater than 
his material by some twelve dollars. 
This is the only one of the eleven 
where labor costs exceed material 
costs to any extent. The expense is 
very reasonable — $10.71 — and 
leaves $22.38 for net profit. 

Now, to sum up these figures: 
We have material costs ranging 


from $77.14 to $27.82. We have 


labor ranging from $39.04 to. 


$10.08. Expense ranges from $31.08 
to $8.85. Some of these variations 
are due to the different classes of 
work done. The greater part of the 
variations, however, are due, I be- 
lieve, to lack of uniform treatment 
of charges in the bookkeeping. With 
these extreme variations, your in- 
dustry is at a loss to know what 
constitutes normal operating condi- 
tions. While most of the businesses 
reporting have shown a fair margin 
of profit, some have made it one 
way and others another way. One 
gets a high price for his goods, and 
after paying a high expense ac- 
count has a nice profit left. An- 
other sells his goods at a fair mar- 
gin of gross profit and by watching 
his expenses obtains a good profit. 

Every industry is entitled to a 
fair, reasonable profit from well 
managed effort. You are all com- 
petitors in a way. You are selling 
the same commodity or service. You 
buy on the same market and your 
labor is from the same source. You 
are, therefore, paying the same 
price for the material and labor you 
sell. You should get approximately 
the same price for your product. 
This price is theoretically fixed by 
the cost of the material and labor 
and the average expense load. In 
practice, each business operates in- 
dividually and determines its own 
selling price. Too often these indi- 
vidually determinel prices are far 
from correct. Some do not con- 
sider all expenses in determining the 
load to be added to the material and 
labor cost, while others load entirely 
too heavy. Some men know their 
costs and apply them intelligently, 
while others guess at theirs. The 
man who guesses at his costs, or 
even roughly approximates them is 
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a menace to his industry. Condi- 
tions in an industry are largely gov- 
erned by those in the industry. Take 
those industries where work has 
been done to obtain average results 
from accurate cost data. They have 
established for the benefit of 
their industry basic information 
concerning the gross profit neces- 
sary in order to be reasonably 
successful. They have also estab- 
lished and published data regarding 
the expense content in sales. Mem- 
bers of those industries, by adopting 
the uniform account classification 
used in their industry, can better 
judge their success or failure by 
comparison with the averages ob- 
tained and reported. All this tends 
to more stable and more intelligent 
operation in the industry. Every- 
one connected with the industry 
benefits. The customer derives a 
benefit through more intelligent 
pricing of work, and, usually, pays 
less for his work. The business 
man, through this more comprehen- 
sive knowledge of his business can 
quite often sell for less and_ still 
make more money. This is accom- 
plished through better management 
and less expense. As the business 
prospers, the employees benefit. 

It would be interesting, I am sure, 
if we could have a general discus- 
sion of these figures as presented on 
the board. What is the average re- 
lation between material and labor in 
your industry? What is the neces- 
sary gross profit in order that the 
average business man may succeed. 
This question can not be answered 
until we determine the average ex- 
pense. Just what that average ex- 
pense amounts to is hard to deter- 
mine. Our comparative figures show 
this as ranging from $885 to 
$31.08, with the general average 
$17.07. The average gross profit is 
$32.28, and the average net profit 
is $15.21. Please bear in mind that 
this net profit is before compensa- 
tion of manager or proprietor, and 
should, therefore, be larger than 
otherwise. My idea of your indus- 
try is that your gross profit should 
run in the neighborhood of 35 to 40 
per cent of total sales, and expenses 
about 15 per cent before proprie- 
tor’s compensation 
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Rotor Ventilator a New 
Product in Industrial 
Ventilating Field 

A new ventilator known as tlh« 
Tierney Rotor ventilator, manufac- 
tured by Tierney and Company, 
614-616 Sixth Avenue, South, Min- 
neapolis, Minnesota, has made its 
appearance in the ventilating field. 

The manufacturers of this new 
product say that it was designed to 
eliminate the objection to the ro- 
tating ventilators of the past. The 
ventilator is made of Armco gal- 
vanized iron. The blades of the ven- 
tilator are installed vertically. The 
shaft upon which the whole rotates 
is rigidly encased in bronzed bear- 
ings, insuring noiseless operation. 

The rotor with its enclosed head 
and cap above creates a dead air 
space in the top of the ventilator 
which eliminates condensation and 
prevents a down draft and makes 
the rotor leak-proof. It is very ef- 
fective in operation upon hospitals, 
school houses, foundries, factories, 
barns. 

Full details about this ventilator 
can be had by writing Tierney and 
Company, 614-616 Sixth Avenue, 
South, Minneapolis. 


Louisville Ladies’ 
Auxiliary Hold 
Card Party 

The Ladies’ Auxiliary to the 
Sheet Metal and Roofing Contrac- 
tors’ Association of Kentucky has 
evolved a novel method of securing 
the money with which to attend the 
national convention in Cleveland. 
They are conducting a series of 
card parties, the proceeds of which 
go into a travel expense fund. The 
latest party to be held by that local 
was at the home of Mrs. E. T. 
Welsh in Strathmoor on April 14. 


Where Can Repairs Be 
Obtained for a Bradley 
Windmill Force Pump? 
To AMERICAN ARTISAN: 

Can you tell me where I can get 
repairs for a Bradley windmill force 
pump? 

GEORGE J. WEYMUTH,. 
Cote Camp, Missouri. 
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Patterns for Ship’s Cowl 


Constructing Pattern for Ship's Cowl as Requested by 


Subscriber 


Other Subscribers Having Difficult 
Problems Should Send Them In 


By O. W. Korue, St. Louis Technical Institute 


ESPONDING to the inquiry of 

a subscriber for patterns for a 
round ship’s cowl, I present the ac- 
companying drawing showing how 
this is done. The main feature is to 
design the side elevation, working 
from the diameter of lower stem. 
There are possibly different methods 
of design used, and we believe the 


one we show here may be used in 
most cases. Here a-b is the diam- 
eter of the stem. We locate the 
center c, and then bisect again for 
d, so that d-b becomes one quarter 
of a-b. This quarter d-b is used as 
the radius of throat, as b-e, and 
with it the throat b-f is described. 
Then erect the vertical line e-g, 


and also draw a horizontal line 
through joint f and j-h. Then use 
e, as center and e-c as radius de- 
scribe arc c-h, to cross the horizontal 
line in point h. Now draw the line 
h-e, which is the axial plane for de- 
scribing the heel and center line of 
cowl. Bisect e-h in point i, and with 
i, as center, describe the center arc 
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c-m, and after this use h, as center, 
and h-j as radius, strike the are for 
heel as j-k. Next measure the de- 
sired overhand, or 10 degrees in this 
case, as g-k, and you have the out- 
line of elevation. 


We can now divide the heel j-k 
in any number of equal spaces to 
make as many gore pieces as we may 
desire—there are six in our case, or 
seven gore pieces with the lower 
stem with miter attached. Draw mi- 
ter lines, and you are ready to de- 
velop the patterns. But in our case 
we show a front elevation, where 
m’-m’”; n’-n”; 0'-o”, etc., are the 
half diameters through points m-n-o, 
etc., of side elevation. These are 
again’ the same as m-f, or m-k, etc., 
of miter lines, to make the circular 
section through the cowl. Hence in 
practice the front elevation is not 
needed. 


The patterns for gores I to VI in- 
clusive, must be laid out by triangu- 
lation, as we have a sort of frustum 
of a scale cone for each gore, and 
each one is different, at least in di- 
ameter. So we reproduce the gore 
IV of elevation close to the bottom 
of our drawing, which avoids con- 
fusion. This can be easily done in 
a triangulation fashion, and is not 
necessary in the shop—unless there 
is too much confusion, and then it 
is better to separate the important 
sections, as slips and oversights 
creep in easily enough without hav- 
ing a jumbled up mess of lines to 
pick from. 


When the gore IV is reproduced 
—then describe the sections D and 
E, and divide in any number of 
equal spaces, and from each of these 
points square lines to the base 
proper. This locates the points 
1-3-5-7-9, etc., on the large end, and 
2-4-6-8, etc., on the small base. 
After this, triangular lines may be 
drawn from one point to another, 
thus dividing the elevation into tri- 
angles. The next point is to develop 
the true lengths, similar as we show 
in diagram. This is done by picking 
the elevation lines and setting them 
on the base of diagram, and then for 
each. point so established—a stand- 
ard or post is erected equal in length 
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to the line in the half section D or 
E. This gives the true flare be- 
tween points and also gives the true 
lengths. In this way we work from 
one point to another as | to 2, 2-3; 
3-4; 4-5, etc. 

After this, the pattern can be de- 
veloped, using the girth spaces from 
sections D and E, and the true 
lengths from diagram, and we re- 
produce the lines into pattern, as 
1-2, 2-3, 3-4, etc., until 13-14 is 
established, as we show in pattern 
for gore IV. In this way, all the 
other gores must be developed, each 
one separately, and care must be 
taken so the sections falling on the 
same miter line are the same size— 
so the edges of patterns will fit to- 
gether. If one of the sections are 
made a bit too large or small, then 
difficulty will be had in assembling. 


The pattern for the lower stem 
gore VII can be developed the same 
as any elbow gore piece, and so 
needs no further comment. We 
should say that laps for riveting the 
miter lines must be allowed extra on 
each pattern, as the lines we develop 
are net, and are developed so the 
edges come together. Hence for 
laps, additional allowance must be 
made. 


In some respects these cowls are 
nothing more than a tapering elbow, 
and while they are not placed on 
center—still the same effect is left. 
If the elevation were places on a 
common center then the swep 
method could be applied ; but as this 
is not so, we must use triangulation. 


American Zinc Institute 
Meeting at St. Louis 


The tenth annual meeting of the 
American Zinc Institute will be held 
in the Statler Hotel, St. Louis, 
April 16, 17, and 18, 1928. A ten- 
tative program of events has been 
prepared as follows: 


Program Tenth Annual Meet- 
ing, Hotel’ Statler, St. 
Louis, Missouri 
General Meetings 
Board of Directors 

Meeting, Tuesday, April 17, 1:00 
p. m. 


Ov 
uw 


Entertainment 

Smoker, Monday, April 16, 7 
p. m. 

Annual dinner, Tuesday, April 17, 
7 p.m. Chairman, Jesse G. Starr, 
President ; Speaker, Captain Irving 
O’Hay. 

Committee on Arrangements re- 
serves the right to change the order 
of the program. 

It is expected that every paper 
will be subjected to full discussion. 

No stenographic record of discus- 
sions will be made. 


Monday, April 16 

Registration of members and 
guests. 

Assembly, 11:30 a. m. Jesse G. 
Starr, President, presiding. 

“America.” 

Welcome to St. Louis, Hon. Vic- 
tor J. Miller. 

Reply to Welcome. 

Remarks by President. 

Communications. 

Appointment of Committees. 

World Zinc Survey, International 
Metal Service. 

Announcements, Committee on 
Arrangements. 

Adjourn to 1:30 p. m. 

Luncheon, 12:30 p. m. 

Monday, April 16, 1:30 P. M. 

Reassemble, President presiding. 

Institute Activities Session, Ralph 
M. Roosevelt, Chairman Executive 
Committee, presiding. 

Address—Trade Association Ac- 
tivities, Hugh P. Baker, Manager 
Trade Association Department, U. 
S. Chamber of Commerce. 

Zinc—1907-1917-1927, C. E. Sie- 
benthal, U. S. Geological Survey. 

Prevention of Accidents, H. W. 
Giessing, Commerce Mining & 
Royalty Co. 

Tri-State Zinc and Lead Ore Dis- 
trict, Otto Ruhl, E. M., Joplin. 

Adjourn to Tuesday, 9:30 a. m. 

Smoker, 7 p. m. 

Tuesday, April 17, 9:30 A. M. 

Reassemble, President presiding. 

Galvanizing (Zinc Coating) Ses- 
sion, Howard I. Young, American 
Zinc, Lead & Smelting Co., presid- 
ing. 


Introduction, F. C. Wallower, 


Chairman, Galvanizing Committee. 
The Galvanizing (Zine Coating) 
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ome to Chicago / 





on onemaall 





Attend the Warm Air Heating 
Industry's Most Important Meeting 





FRESH AIR 


DEALERS 





ing contractor, upon whom the in- 

dustry relies to satisfy the home 
owner with BETTER WARM AIR 
HEATING—YOU, the dealer in whom 
the manufacturers are more interested 
than you may think—YOU are a mighty 
important factor in the Warm Air Heat- 
ing Business. 


The National Warm Air Heating and 
Ventilating Association which is com- 
posed of the majority of the manufac- 
turers of warm air furnaces and acces- 
sories, is vitally interested in cooper- 
ating with you—is vitally concerned in 
working with you in solving mutual 
problems. 


Y{[ ine’ the dealer, the warm air heat- 


Have you noticed the national adver- 
tising of the National Warm Air Heat- 
ing and Ventilating Association in such 


[th 


magazines as Good Housekeeping, Bet- 
ter Homes and Gardens and other mag- 
azines of wide circulation, and have you 
thought how this advertising affects 
you and how you can reap some of the 
benefits of this progressive work? Have 
you given it thought but neglected to do 
anything about it, because you did not 
know just what it is all about or realize 
how important it is to you? 

Here, at this meeting is your oppor- 
tunity to learn all about this impor- 
tant work. 

On Tuesday, April 24th, at the Stev- 
ens Hotel, Chicago, L. Wayne Arny will 
talk on this very subject—BE THERE, 
Hear Him, Ask Questions. 


This Dealers’ Group Meeting 
Is Especially For You 
Mr. Arny is but one of the speakers 





ESPECIALLY 





The NATIONAL WARM AIR. 


Annual 


ARE 





on this special Dealers’ Program. 

Professor V. S. Day, of the Univer- 
sity of Illinois, will also speak to you. 
His subject is—‘“Explanation of the 
Rating Formula.” Prof. Day has talked 
to and mingled with dealers throughout 
the country during his years of Re- 
search Work in warm air heating. He 
will be at this meeting to answer your 
questions and to enlighten you on some 
vital points about which you should 
know more. 

The STANDARD CODE will be ex- 
plained to you in detail by a furnace 
man—J. F. Firestone—He knows the 
dealer and his problems. Let him tell 
you what it is all about. 
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The Stevens Hotel, at the Extreme Left. 











The Arcade Building, Third Bu'ld 
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INVITED TO TAKE PART 
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Sessions Will Be Held in the 
Stevens Hotel, the World's Largest 


EATING and VENTILATING ASSOCIATION 





unetell SOLO A RRR ee iesiateeaneneemenenmnenetiieeeninenneniatiieennnaia 
Come and Learn How You Can Wednesda lay evening, April 25th. You Here Are Three Days of Vital 
r Become an Associate Member are invit Business and an Evening and 
1. of the Organization Thursday afternoon, there will be no Afternoon of Relaxation 
e Learn how you can become a Stand- a eee eee golf — You Can’t Afford 
d ard Code dealer, qualified to display the ean” There will be shai of good to Miss 
it Association’s emblem on your window, players and poor ones, too, so you will Be sure to come—this may be your 
* our advertising, etc. . hi be well taken care of, no matter what last opportunity for a long time to at- 
‘ind out how you can cash in on this you shoot. (By the way, this will be tend this Association’s meeting in 
le national advertising which (when you the only “shooting” in Chicago during Chicago. 
ir are a qualified Standard Code dealer) these three important days—leave your Chicago and its many sister cities and 
e —_ Fane lg you for Standard guns at home.) towns nearby boast a great many pro- 
id If you are a live dealer—a man who If you don’t play golf, you can be one gressive dealers—iet us show the boys 
d build a B of the large gallery which will watch from cities further away (they will be 
wants to progress and build a Better ; in attendance) that we are interested 
S warm air heating business, make it your several of the grudge matches that will and on the job for BETTER AND 


11 





business to attend this meeting. 
Banquet, Entertainment, Golf 
and Big League Base Ball 

An informal banquet will be held 





be played. 


And, if you don’t care to do either of 
these, you can take in a Big League 
Ball Game, or visit some of Chicago’s 
famous points of interest. 


MORE PROFITABLE WARM AIR 
HEATING! 

The offices of AMERICAN ARTISAN 
are just three doors north of the Hotel 
Stevens. Come in and see us. 
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Build to the Right Photo copyright by Kaufman & Fabry, Chicago. 





of the Hotel, Houses the Offices of AMERICAN ARTISAN. 
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Situation, H. S. Rogers, Sheet Steel 
Trade Extension Committee. 

Adjustment Committee Report, P. 
B. Butler, Joplin. 

Election of Directors. 

Ways and Means Committee Re- 
port, Howard I. Young, Chairman 
Finance Committee. 

Adjourn to Wednesday, 
a.m. 

Luncheon, 1 p. m. 

Board of Directors Meeting, 1 
p.m. 

Golf tournament. 

Annual dinner, 7 p. m. 


Wednesday, April 18, 9:30 A. M. 
Reassemble, President presiding. 


Announcement on behalf of the 
3oard of Directors. 

Installation of Officers. 

Charles T. Orr, presiding. 

The Waelz Process by R. Hoff- 
mann. 

The Metallurgical Treatment of 
Flotation Concentrates, Arthur S. 
Dwight, President, Dwight & Lloyd 
Cos. 

Zinc Concentrates in the United 
States (abbreviated title). 

Mining Costs, Arthur Thatcher, 
St. Louis. 

Miscellaneous business. 

Adjourn to 2:00 p. m. 

Luncheon | p. m. 

Wednesday, April 18, 2:00 P. M. 
Reassemble, President presiding. 
Bureau of Mines ‘Session, Arno 

C. Fieldner, Chief Engineer, pre- 

siding. 

Influence of Flotation Upon the 
Tri-State District, Will H. Coghill. 
U. S. Bureau of Mines, Rolla, Mis- 
souri. 

Comments on Tri-State Milling 
Practice, C. O. Anderson, Century 
Zine Co., Joplin. 

Drilling and Blasting in Some 
American Metal Mines, Theodore 
Marvin, Editor, The Explosives. En- 
gineer, 

Health Preservation Among Hard 
Rock Miners, Dr. -Royd’R. Sayers, 
Chief Surgeon, U. S. Bureau of 
Mines. 

‘tApplication of Electrolytic. Zinc 


9:30 


Process to Tri-State Ores, Prof. Js ~ 


R: Hanley, 
Mines .and Metallurgy, 
souri. 


Missouri School, of 
Rolla, Mis- 
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Nu-Dura-Tin Night 
to Be Held in Phila- 
delphia April 24 

The Ninth annual dinner to be 
given under the auspices of the 
Metal Club and the Philadelphia 
Roofing, Metal & Heating Engi- 
neers will be held in the Hotel 
Stephen Girard, Chestnut Street, 
West of 20th, Philadelphia, on April 
24, 1928. This is what is known as 
Nu-Dura-Tin night and is one of 
the largest functions of the year in 
sheet metal and warm air heating 
circles in the Quaker city. 
Milwaukee Sheet Metal 
Contractors Hear Lecture 
on Granting of Loans 


A meeting of the Master Sheet 
Metal Contractors’ Association of 
Milwaukee was held on April 4, 
with President Reinke in the chair. 
Twenty-one members were present. 

H. W. Landwehr, Second Ward 
Savings Bank, was speaker of the 
evening. Mr. Landwehr’s topic was, 
“The Relations Between a Business 
Man and the Bank.” He delivered 
a very capable and instructive talk. 
A few of the outstanding points 
mentioned were the importance of 
keeping a substantial balance to our 
account and to meet all obligations 
of any kind promptly when due. 
Also, if we desired to make a loan 
from the bank, not to wait until we 
needed it, but to try to anticipate it 
in advance and make application in 
time. In this way the bank will 
more readily grant the loan and any 
unnecessary delay is avoided. He 
gave illustrations on the blackboard 
of how a bank analyzes a statement, 
what ratio is desirable to a bank, 
and warned us of the danger of 
tying up our capital in fixed assets 
and making up an overstock of fin- 
ished material. He also impressed 
us with the absolute necessity of an 
adequate cost system and closed his 
talk with an invitation to call on him 
at the Second Ward Savings Bank 
at any ume for any information re- 





.. garding’ statements, loans or credit. 
~ After the speaker was applauded 


and ‘excused, the minutes of the 


March meeting were read and. ap- 
proved 
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Motion was made and carried that 
we amend Article 4 of the By-laws 
in reference to dues, to read as fol- 
lows: 

“Article 4, Dues. Dues for this 
association shall be payable yearly 
in advance and will be collected by 
the treasurer from, each member, 
firm or corporation affiliated, accord- 
ing to their volume of business con- 
tracted for and performed through- 
out the year upon a graduated scale, 
as follows: 


$10,000 per year............ $17.50 
$10,000 to $20,000 per year.. 20.50 
$20,000 to $35,000 per year.. 25.00 
$35,000 to $50,000 per year.. 30.00 


Above $50,000 per year..... 45.00 


“Special assessments for special 
purposes can be levied from time to 
time as the association sees fit ac- 
cording to their requirements.” 

The matter of selecting delegates 
for the coming national convention 
was held over. 

Attendance prize was carried 
away by one of our new members, 
Plautz & Frey. 








“Pfeifer” Clip. 

Wheeling Corrugating Com- 
pany, 2547 Arthington Street, Chi- 
cago. 

Can you tell us who makes the 

“Pfeifer” clip, advertised in AMER- 


ICAN ARTISAN some time ago? 


From 


Ans.—W illiam Pfeifer, 473 
Greenwich Street, New York City. 
Small Taxi Signs. 


From Fred Koch, Rogers City, Mich. 
Where can I buy a small taxi sign 


for use at night? The particular 
sign I have in mind is made of 
metal, sort of box shaped, having a 
small electric bulb inside which 
shows up the word “Taxi.” 

Ans. — General Motors Truck 
Company, Pontiac, Michigan. 

Monel Metal. 


From George A. Wagener, 214 Court 
Street, Pekin, Illinois: 
Can you tell me the name of. the 


‘manufacturers of Monel Metal. 


Ans.—International Nickel Com- 
pany, 67 Wall Street, New York 
City. 
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Being an Inquiry Into the Rea- 
sons Why We Refer to Things 
Mechanical as “She” 

The first thing to be noted is this: 


Although we refer to locomotives, 
automobiles, motors, and even 
wheelbarrows, as “she,” there is 
nothing to which we apply the word 
“he.” If it isn’t “she,” it’s “it,” isn’t 
it? This may be a clue. 

It wouldn’t be difficult, of course, 
to find a number of things about an 
automobile which so strongly re- 
minds ‘us of woman that we call the 
auto “she.” If you choke her she 
may backfire—if you don’t when 
she’s cold she won’t spark. This, ac- 
cording to novelists, proves that 
women like cave men—they want to 
be choked. Or were we talking of 
the auto—this investigation gets a 
bit confusing. 

Wouldn’t it sound funny if your 
next-door neighbor kicked his car 
and shouted to you: “He won’t go!” 
The kick and “she” seem to go to- 
gether. (Maybe this is another 
clue ?) 

I know the old reason given for 
referring to mechanical things as 
“she”—because it takes a man to 
run them! But the fellow who said 
that was a shallow thinker. What 
does a man do—or feel like doing 
—when he has stepped on the start- 
er, primed the motor, cranked the 
car, pushed, pulled and kicked it, 
and still found it impossible to start 
—what does he do? Well, that’s 
what I mean. He runs a car—and 
a woman—when it suits them. And 
he cusses them—or wants to—when 
it doesn’t suit them to be run. And 
it usually requires an expenditure of 
long green to get them going again. 
(Is this another clue?) 

And, after all, a man acquires a 
deep affection for a car, which lasts 
a long time after the paint has worn 


off and styles have changed. 
* * * 


Quick, Diogenes! 
An honest speeder (that must 
have been L. W. Millis, Security 
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| Rendon, Notes, and Sketches 


“The essence of humor is sensibility; warm, tender fellew- 
feeling with all forms of existence.” —Cariyie. 
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Sidney 
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Stove & Manufacturing Company, 
Kansas City, Missouri) had just hit 
a dog and had returned to settle his 
damages if possible. He looked at 
the dog a moment and addressed 
the man with a gun. 

“Looks as if I’d killed your dog.” 

“Certainly looks that way.” 

“Very valuable dog?” 

“Not very.” 

“Will five dollars be enough?” 

“Well—I guess so.” 

“Sorry to have broken up your 
hunt,” said the motorist pleasantly 
as he handed the owner a crisp five- 
dollar bill. 

“I wasn’t going hunting—jest go- 
ing out in the woods to shoot the 
dog.” 

* *” * 
He Might Have Drunk It 

Little Freddy was preparing to 
go out calling with his mother. Sud- 
denly he called to her in a rather 
startled voice: 

“Mamma, is this bay rum in the 
brown bottle ?” 

“Gracious, no, dear! That’s 
mucilage.” 

“Oh,” said Freddy after a pause, 
“maybe that’s why I can’t get my 
hat off.” 

* * * 
A Ready Answer 

“Didn't some idiot propose to you 
before our marriage ?” 

“Certainly.” 

“Then you ought to have married 
him.” , 

“That’s just what I did.” 
% % * 
Anxious to Please 

A hardware store was deserted 
except for the cashier. A hand- 
some young man strolled in. 

“Do you keep motor car acces- 
sories here?” he asked. 

The pretty cashier smiled sweetly. 

“Only me,” she replied. 

x * * 
Parents Agree 

That getting the baby to sleep is 
hardest when she is seventeen years 
old. 
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Wig-Wagging 

Most of the family were at the 
parlor window watching Lindbergh 
ride by. Suddenly Mrs. Langen- 
berg turned to her small son, 
“Where’s your auntie?” 

“Upstairs,” came the reply, 
“waving her hair.” 


“Mercy,” exclaimed the mother, 
“can’t we afford a flag?” 
* * * 
We, Too 


Landlady: “I think you had 
better board elsewhere.” 

T. Reid Mackin, Chicago branch, 
International Heater: “Yes, | 
often had.” 

“Often had what?” 

“Better board elsewhere.” 

ok * * 

Pure Guesswork—After the cere- 
mony, Smith declared, he visited his 
father-in-law, Daniel Roney ; where- 
upon his mother-in-law hit him over 
the nose, drawing blood, and his 
father-in-law fired at him twice 
with a shotgun. The police believe 
the Roneys objected to the match. 

‘2 8 
Worth the Price 

Thinking to put the young couple 
at their ease, the conductor re- 
marked pleasantly : 

“Did you know that the tunnel 
we just came through cost $12,000,- 
000 ?” 

“Did it?” inquired the girl. Then 
she added, after a pause, “Well, it 
was worth it.” 

* * * 
Biting 

“My,” exclaimed Dick Judd at 
the cotillion, in the days when he 
didn’t dance so well,, “this floor’s 
slippery. It’s hard to keen on your 
feet.” 

“Oh,” replied the fair partner 
coldly, “then you were really trying 
to. I thought it was accidental.” 

K * * 
Quite So 

Bathing girls of a generation ago 
dressed like Mother Hubbard. Now 
they dress like Mother Hubbard's 
cupboard. 

*k * * 
Pantry Patter 

One mouse said to another as they 
spied something around the corner 
of the cupboard, “Ain’t that the 
cat’s whiskers ?” 
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Greater Chicago Warm Air Heating Seek Slogan 
Representative of Warm Air Industry 


Amendments to Standard Furnace Ordi- 
nance to Be Voted on by City Council 


HAT there is a necessity for 

some slogan or method of call- 
ing the attention of the public to the 
superior merits of warm air heating 
in the Chicago territory is the con- 
sensus of the members of the Great- 
er Chicago Warm Air Heating 
Association. This opinion was ex- 
pressed at the meeting of that body 
in the Sherman Hotel, Chicago, 
April 9, 1928. President L. M. Burt 
and Secretary Fred Goodall occu- 
pied their respective chairs. 

Edward N. 


By Grorce J. DUERR 


ing Commissioner Paschen is.at the 
present time preparing a new build- 
ing code for the city of Chicago, and 
in this are being inserted construc- 
tion provision requirements that will 
be much more favorable to the warm 
air heating industry than the present 
code calls for. 

Considerable discussion took place 
regarding the possibility of getting 
banks and loan companies to allow 
as much of a loan on a house heated 
with warm air as they do for the 


these loan companies to abolish the 
differential. Their attitude toward 
the new Standard Code Ordinance, 
almost without exception, is ‘I am 
from Missouri. Show me that the 
public attitude toward warm air heat 
has been changed to a point where 
the marketability of a warm air 
heated home is on a par with the 
home having a steam or hot water 
system and I will readily grant a 

parity in the loan.’ 
“Tn other words,” continued Pres- 
ident Burt, 














attitude 





Stahler_ re- 








ported on the 
activities dur- 
ing the past 
two weeks of 
the Standard 


Code Com- 
mittee. Just ) 
what action | products render. 


will be taken 
on the amend- 
ments to the 
Code Ordi- 
nance have 





The Greater Chicago Warm Air Heating Association is working 
valiantly toward the ultimate uplift of the industry in this territory. The 
latest plan is to evolve a slogan that can be used to advertise warm air 
heating to the Chicago public. All members of the association and any 
outsiders who care to do so are urged to submit slogans which they 
think will be representative of the industry and the service which its 


A plan will also be presented at the next meeting of the association 
to have the association represented at the National Warm Air Heating 
and Ventilating Association convention to be held in the Stevens Hotel, 
Chicago, April 24, 25 and 26. 


— “the 
of these men 


is, ‘we are not 
willing to pull 
the chestnuts 
of the warm 
air heating in- 
dustry out of 
the fire for 
you. You 
must do this 
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You must 
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fully deter- 
mined, but they are concerned with 
the register boxes, the lining of the 
cold air ducts, and the transition 
piece. 

New Building Ordinance to 

Favor Warm Air Heating 

At the outset it was hoped that 
the Chicago Ordinance could be left 
as near to the model drawn up by 
the National Warm Air Heating and 
Ventilating Association as was pos- 
sible, as an inspiration to other 
cities, but it seems that local condi- 
tions are such as to make necessary 
the changes proposed, and what the 
outcome will be will not be known 
until the City Council either accepts 
or rejects the amendment. This is 
only natural. In this connection 


President Burt asserted that Build- 





house having either the hot water or 
steam heating unit in its basement. 
Mr. Rosenberg stated his experience 
to be that in talking to the president 
of one of the largest loan companies 
in the city of Chicago the latter had 
refused to bring loans on warm air 
heated homes to a parity with those 
having the other systems, the differ- 
ential with this company being about 
$350. 

“This experience,” replied Presi- 
dent Burt, “does not surprise or dis- 
courage me in the least. I have in- 
terviewed scores of heads of real 
estate loan companies and loan de- 
partments of banks in Chicago and 
my experience has convinced me 
that we have ourselves to blame for 
the unwillingtiess of the heads of 





same or a 
better appreciation of warm air 
heating as they have at present of 
the steam and hot water heat. 
Public estimation of the product 
or system in the final analysis is 
what governs the marketability of 
the property in which the product is 
used, and as marketability of the 
property is the basis for the loan, 
you can readily see our position. 
You warm air men may have a bet- 
ter system than the hot water or 
steam men, but until you convince 
the public of that fact, we cannot 
change our attitude.’ ” 

Association Must Advertise to 
Change Public Attitude 
“In this matter then our future 
actions are clearly defined. This is 
a herculean task, but it is one that 
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is absolutely necessary if the indus- 
try is to overcome the obstacle which 
now confronts it. We can do very 
little in our own small way at the 
present time, but we should not lose 
heart on this account, because al- 
ready circumstances are shaping 
themselves to our advantage in this 
respect. We have already had of- 
fers from several furnace manu fac- 
turers to give us financial aid in our 
work, and it would seem to me that 
we need have no hesitancy in ac- 
cepting this aid from the manufac- 
turers, because the extent to which 
we are successful is reflected to 
some measure in their own success ; 
therefore, we are in no sense of the 
word accepting charity from them 
by letting them help us with their 
mortey.” It was also thought pos- 
sible that the unions, too, could be 
made to assist in this program, since 
they benefit to a-great degree from 
the prosperity of the industry. 


It was determined that the best 
way to advertise is to select some 
good slogan or catchy phrase similar 
to the “Say It with Flowers,” 
“Eventually, Why Not Now?” 
“Certified Heat,” something that 
will tell the story of warm air heat 
to the public, something that can be 
advertised to the end that it becomes 
a byword to the public. 


Mr. Rosenberg expressed himself 
as highly in favor of any project 
that will get warm air heat before 
the public, and made an offer per- 
sonally to finance eighteen radio 
talks under the auspices of the asso- 
ciation, provided the other men in 
the organization would agree to em- 
ploy in their advertising and on their 
letterheads some slogan that will get 
the idea of bonded heat over to the 
public. 


Publicity Committee Will Be 
Formed at Next Meeting 


In response to this offer, A. R. 
Harris, Hammond, Indiana, moved 
that the chair appoint a committee 
of seven to function as a publicity 
committee and to take charge of the 
publicity of the association. It was 
not the intention of Mr. Harris to 
have the work of the publicity com- 
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mittee devolve upon certain men, but 
rather to have a body of this sort to 
formulate plans and to investigate 
ideas that are conceived by all of the 
members of the association. This 
plan was adopted and the committee 
will be elected at the next meeting 
of the organization. 


The members were unanimous in 
their expression of disfavor with the 
manner in which the National 
Warm Air Heating and Ventilating 
Association is handling and farming 
out the inquiries that are received 
from the national advertising. It 
seems that in a city the size of Chi- 
cago, where a large number of fur- 
nace manufacturers are selling fur- 
naces, the method of sending the in- 
quiries to the manufacturers who in 
turn hand them on to their dealers 
leads to a great deal of confusion. 
Suppose there are forty manufac- 
turers who market their products in 
Chicago and these forty are mem- 
bers of the National Warm Air 
Heating and Ventilating Associa- 
tion. The national gets an inquiry 
from some man with a Chicago ad- 
dress. That name is turned over to 
forty furnace manufacturers, each 
one of whom immediately passes it 
on to at least one dealer in that ter- 
ritory. The resulting confusion that 
arises when the prospect is besieged 
en all sides by numerous warm air 
turnace installers can well be im- 
agined. An impression that is any- 
thing but favorable to the warm air 
heating industry is thus created in 
the mind of the prospect, and after 
the fifth or sixth man calls on him 
it is extremely doubtful whether he 
will buy a furnace at all. 


Industry Receiving Poor Rep- 
resentation in Many Quarters 


Mike Reif sized the situation up 
fairly well when he described an ex- 
perience he had had in trying to call 
on one of the prospects who had 
made inquiry about a warm air heat- 
ing system through the national ad- 
vertising. He found a number of 
men ahead of him at the business 
place of the prospect. The man im- 
mediately ahead of him was dressed 
in a pair of paint besmeared over- 
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alls, a shirt with a large rent down 
its back and a general appearance of 
an ordinary laborer, and this man 
was going to represent the warm air 
heating industry to a prospective 
customer who had had the temerity 
to make inquiries about a warm air 
heating system. Finally it came 
Mike’s turn to interview the man 
and was told that if his immediate 
predecessor in the role of furnace 
salesman was a representative of the 
warm air heating industry, he, the 
prospective customer, pitied the 
warm air heating industry. For this 
reason Chicago men have for the 
most part discontinued following up 
these inquiries. 

The plans of the association are 
gradually being worked out little by 
little, but real progress is being 
made. 

All members of the association 
are urged to evolve as many slogans 
as they can think of which they 
think would be suitable for use in 
an advertising campaign and submit 
them at the next meeting of the as- 
sociation. 

Plans were also discussed for hav- 
ing the association represented at 
the convention of the National 
Warm Air Heating and Ventilating 
Association which will be held at the 
Stevens Hotel, Chicago, April 24, 25 
and 26. 

The results of the city council’s 
action on the proposed amendments 
to the Chicago Standard Furnace 
Ordinance will also be made known 
at the next meeting of the associa- 
tion, making it altogether a very im- 
portant meeting of the association 
and one that no member should 
miss. 

What might be termed a paradox 
in the annals of the warm air heat- 
ing industry has been brought to 
light. A representative of one of 
the members of the National Warm 
Air Heating and Ventilating Asso- 
ciation is to speak at the convention 
of the association on the Standard 
Code, while at the same time repre- 
sentatives of this company are 
doing all in their power to have the 
Chicago Standard Ordinance set 


aside. 
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SHALL I, A FURNACE INSTALLER,. SELL 
TO MY CUSTOMERS ON TERMS 
EXCEEDING TWELVE MONTHS? 


ROUBLE which always fol- 

lows in the wake of time- 
payment selling could be almost 
eliminated—How? Just don’t try 
to sell all the furnaces in your terri- 
tory. In being over-zealous you 
are sure to overstep the bounds of 
safe and sane selling. The most 
certain trouble giver on the time- 
payment plan today is the man who 
insists he must have eighteen 
months to two years to pay for fur- 
nace and cannot make any appre- 
ciable down payment. 

It is the custom, of course, for 
the dealer to retain the down pay- 
ment, usually secured upon signing 
the order by the customer. This 
down payment should run as near 
25 per cent as possible and for two 
major reasons. 

First: The dealer's sales com- 
mission is usually ten per cent and 
at least this much should be secured 
upon signing the order. Then upon 
completion of the installation an- 
other 15 per cent should be col- 
lected, which will pay the installers 
for their work. 

The second, and, in the long run, 
the most important reason, is this: 
The buyer who invests in his heat- 
ing plant a sum very nearly equal 
to 25 per cent of the purchase price 
has enough invested so that he will 
take a vital interest in seeing that 
the remaining payments are liqui- 
dated promptly as they become due, 
or before. 

What does this mean? It means 
much. A satisfied customer first of 
all, and you know well what he 
does. It means a sale on which 
there will be the absolute minimum 
of service necessary. In other 
words, when the fault finders are 
causing trouble and the dealers are 
using a third of their valuable time 
chasing imaginary complaints, the 


*Secretary, Homer Furnace Com- 
pany, Coldwater, Michigan. 


By R. W. Stronc* 


man who has sold on a common 
sense basis will be spending that 
same time out uncovering new 


prospects and making new sales. 


Actual figures show 30 to 50 per 
cent of the time-payment buyers 
who want eighteen months to pay 
become delinquent by the time the 
third payment matures. If these 
people can’t meet their installments 
when they become due and become 
two or three months in default, it 
is a foregone conclusion that they 
never will be able, during the life of 
the contract, to get their payments 
brought up to date. This means 
continued collection efforts on the 
part of the dealer and in case there 
are upwards of fifty installations on 
the above basis the amount of time 
wasted in taking care of the col- 
lections alone is very considerable. 


A delinquent paying customer is 
also a great fault finder. He will 
give all manner of excuses for his 
lax methods in paying his install- 
ments and these reasons are usually 
far from authentic. If the collec- 
tions are being made by the finance 
company, that company will im- 
mediately notify the dealer and a 
service call becomes necessary. This 
just delays the inevitable, for these 
installments must be met, and if not 
by the customer then by the dealer. 

Not all purchasers on time con- 
tracts are delinquent; in’ fact, a 
great many are remarkably prompt 
with their payments, but the shorter 
the time for the contract to run and 
the larger the down payment, the 
better the deal will be for the manu- 
facturers, the dealer and the finance 
company. 


Better Installations, Not Price Differentials, 
Will Build Furnace Business 


Some Free Service Expected from 
Installer—Let’s Not Be Pikers 


By R. C. Reap* 


AY we offer a comment on the 
article by “Furnace Sales- 
man?” in your issue of March 31st? 
Also, a few words on our expe- 
rience in wholesale and retail busi- 
ness. We enjoy reading the other 
dealers’ views and presume that 
they would like to have ours. 

The above mentioned article ex- 
plains the advantage that the quan- 
tity buyer has over the small pur- 
chaser or dealer, who buys in single 
shipments. 

Our experience has been, how- 
ever, that it is not the differential in 
the price of the furnace that loses 


*Local Sales Manager, the Banner- 
Mahoning Furnace Company, Youngs- 
town, Ohio. 


the sale for the average dealer, but 
his lack of salesmanship or his in- 
ability through poor work to get 
repeat orders. 

This condition was brought forci- 

bly to us recently when one of our 
larger dealers complained to us that 
he was losing sales on account of 
the wholesale price that he was pay- 
ing for the furnace. 
This dealer is a thoroughly expe- 
rienced man who has spent many 
years in the business, so his opinion 
carried much weight with us. He 
honestly believed that he had lost a 
number of sales on account of the 
price. 

We carefully checked prices with 
his and found that some of his com- 
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petitors’ quotations were consider- 
ably higher and some much lower, 
but that the differential on the 
wholesale price was never over two 
or three dollars in comparison to the 
competitor’s wholesale price. So, the 
furnace differential in itself was not 
enough to lose the job. 

Our retail experience has been 
that we must make fine installations 
and give our customers a certain 
amount of free service—adjust the 
chains, test the dampers, etc., etc. In 
return for which we earn and retain 
their good will and they pass the 
word along. 

This applies to new work as well. 
If the dealer’s reputation for fine 
work is established in a community 
and the owner expresses a definite 
preference for a certain furnace, the 
contractor will invariably purchase 
what the owner specifies. 

On old house work it is necessary 
to draw a plan on every job and to 
figure the job scientifically, using the 
Standard Code, if we expect to get 
a good price for our work. 

In this day of specialists for every 
known ill, it is very urgent that the 
furnace salesman show that he, too, 
has some specialized knowledge. 

We “practice what we preach” 
and have installed many hundreds 
of furnaces at good prices in 
Youngstown in 1927. Each year 
our sales increase. 

In closing, may we mention a slo- 
gan of a local candy firm, “The 
Taste Lingers After the Price Is 
Forgotten.” This surely applies to 
furnace work as well. 





1921 Postal Rates Are 
Approved by House 
of Representatives 
Whatever chance remains for 
restoration of the 1920 second-class 
postal rates at this session of Con- 
gress now rests with the Senate. 
Although some members raised 
their voices forcibly in support of 
the newspaper publishing interests 
demanding the return of these rates, 
the House passed by a rising vote 
the bill sponsored by Representative 
William W. Griest, of Pennsyl- 
vania, chairman of the House Post 
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Offices and Postroads Committee, 
and approved by the Post Office De- 
partment, which provides for the 
displacement of existing second 
class rates by the 1921 schedules. 

The existing rate of 1% cents a 
pound on the reading matters of 
such publications, regardless of dis- 
tance, is continued. 

The reduction from existing rates 
on the advertising parts of newspa- 
pers and magazines are as follows: 

First and second zones, reduced 
from 2 cents to 1.75 cents per 
pound. 

Third zone, reduced from 3 cents 
to 2.5 cents. 

Fourth zone reduced from 6 
cents to 4 cents. 

Fifth zone, reduced from 6 cents 
to 4.75 cents. 

Sixth zone, reduced from 6 cents 
to 5.5 cents. 

Seventh zone, reduced from 9 
cents to 7 cents. 

Eighth zone, reduced from 9 
cents to 7.75 cents. 

The estimate of the Post Office 
Department is that the proposed 
rates on newspapers and periodicals 
that pay the zone charges would re- 
duce the revenues from this source 
approximately $3,860,000 in the fis- 
cal year 1929. Postal officials stat- 
ed further that the revision, as a 
whole, would entail a total loss of 
the postal revenues of $13,585,000, 
thus increasing the annual deficit of 
the Post Office Department to more 
than $41,000,000. The postal def- 
icit in the last fiscal year was a lit- 
tle in excess of $28,000,000. 

The Griest bill would reduce the 
postage on private mailing cards 
from 2 cents to 1 cent. 





R. A. Walker, Success 
Heater, Transferred 
to Northwest 


The Success Heater Company, 
Des Moines, Iowa, announces the 
transfer of R. A. Walker, traveling 
representative, from their Ohio to 
the Northwest territory. Mr. Walk- 
er has spent many years in the fur- 
nace business and is intimately 
familiar with every detail of it. 
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Statement of the Ownership, 
Management, Circulation, Etc., 
Required by the Act of Con- 
gress of August 24, 1912, 

Of AMERICAN ArTISAN, published week- 

ly at Chicago, Illinois for April 1, 1928. 

State of Illinois, County of Cook, ss. 
Before me, a Notary in and for the 

State and county aforesaid, personally 

appeared Etta Cohn, who, having been 

duly sworn according to law, deposes and 
says that she is the business manager of 
the AMERICAN ARTISAN and that the fol- 
lowing is, to the best of her knowledge 
and belief, a true statement of the owner- 
ship, management (and if a daily paper, 
the circulation), etc., of the aforesaid 
publication for the date shown in the 
above caption, required by the Act of 

August 24, 1912, embodied in section 411, 

Postal Laws and Regulations, printed on 

the reverse of this form, to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: 

Name of publisher American Artisan 
& Hardware Record, Inc., post office ad- 
dress, Chicago. 

Name of Editor, George J. Duerr, post 
office address, Chicago. 

Name of Managing Editor, none. 

Name of Business Managers, Etta 
Cohn, post office address, Chicago. 

2. That the owner is: (If owned by a 
corporation, its name and address must 
be stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding one per cent or more 
of total amount of stock. If not owned 
by a corporation, the names and addresses 
of the individual owners must be given. 
If owned by a firm, company, or other 
unincorporated concern, its name and ad- 
dress, as well as those of each individual 
member, must be given.) 

American Artisan and Hardware Rec- 
ord, Inc., Chicago, Illinois. 

Charles W. Spofford, Evanston, Illinois. 

Frank McElwain, Chicago. 

Etta Cohn, Chicago. 

3. That the known bondholders, mort- 
gagees, and other security holders owning 
or holding 1 per cent or more of total 
amount of bonds, mortgages, or other se- 
curities are: (If there are none, so state.) 

There are none. 

4. That the two paragraphs next above, 
giving the names of the owners, stock- 
holders, and security holders, if any, con- 
tain not only the list of stockholders and 
security holders as they appear upon the 
books of the company but also, in cases 
where the stockholders or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting, is 
given; also that the said two paragraphs 
contain statements embracing affiant’s full 
knowledge and belief as to the circum- 
stances and conditions under which stock- 
holders and security holders who do not 
appear upon the books of the company 
as trustees, hold stock and securities in a 
capacity other than that of a bona fide 
owner; and this affiant has no reason to 
believe that any other person, association, 
or corporation has any interest direct or 
indirect in the said stock, bonds, or other 
securities than as so stated by her. 

Etta Cohn. 

(Signature of editor, publisher, busi- 

ness manager, or owner.) 

Sworn to and subscribed before me this 
2nd day of April, 1928. 

(Seal) Sarah B. Boynton. 

My commission expires Oct. 16, 1928. 
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Poor Collections Generally INDICATE INATTEN- 
TION to That Phase of the Business 


[‘ reading the articles about alley 
sheet metal shops, I have become 
interested and want to say some- 
thing on this subject myself. As 
owner and manager of a sheet metal 
shop I work just as many hours as 
my men do and in addition do the 
clerical work after hours. It is my 
idea that the only way to be success- 
ful is to get right down and work 
with a capital W. I have followed 
this policy for 37 years and, there- 
fore, claim the right to make that 
recommendation. 

In the first place, a sheet metal 
contractor to be successful should 
have a clean, well kept, neat appear- 
ing shop, and adequate stock of raw 
materials and a complete complement 
of tools with which he can carry on 
his work. The more windows the 
shop has, the better it will be, and 
these windows must be kept washed 
at all times. The walls and wood- 
work of the shop should be painted 
white and kept painted once a year 
at least. Keep the work benches 
clean, clean and dust the machines 
and paint the cast parts. 

Some sheet metal contractors will 
wonder why I am such a crank on 
cleanliness, but I find that it pays. I 
have had many compliments on the 
appearance of my shop. The main 
insistance upon 
cleanliness is this: I manufacture 
Colonial lanterns as a side line and, 
of course, endeavor to attract the 
ladies as well as the gentlemen of 
the city into the store to view them, 
and in order to do this the place 
must be clean and attractive. 

About three weeks ago I visited 
a sheet metal shop in a city of about 
30,000 inhabitants. This shop pre- 
sented an appearance that would 
scare away even the most intrepid 
of prospective customers. In place 
of glass in the two front doors rusty 


reason for my 


Cleanliness of the Shop Is 
Indication of Orderly Mind 


By L. C. Nye, Athens, Ohio 


pieces of sheet iron had been in- 
serted. Panes of glass missing in 
the windows were replaced likewise 
with rusty sheet iron. Although the 
sun was shining brightly, it was nec- 
essary to burn the electric lights in 
the “office” and the shop. The en- 
tire interior of the work shop pre- 
sented an appearance as though 
pandemonium had broken loose. It 
was so badly cluttered up with raw 
materials and semi-finished products 
that the working space was serious- 
ly reduced. Men were compelled to 
walk over bales of galvanized sheet 
lying on the floor. The most dis- 
couraging thing about it all was that 
the proprietor saw nothing wrong in 
this condition. 

Have your shop on Main Street 
if possible, but if it is not possible 
to do this, at least use the paint 
brush freely even if you are on a 
side street. It creates the impression 
on the prospective customer that 
you are prosperous and this begets 
confidence in your ability to do your 
work in a proper manner. 

Do not expect to handle your 
trade on one box of tin plate and 
one bundle of galvanized sheets. 
Your stock must be adequate to 
meet all requirements so that when 
the hurry up customer comes along 
and wants a moderate sized job done 
the next day, you will have the ma- 
terials on hand to do the job. You 
can then tell him that you can start 
at once. Many a man has lost a good 
job because he did not have suffi- 
cient materials on hand to enable 
him to start operations immediately. 

Another serious oversight of 
which many contractors are guilty is 
that of not figuring the cost of mate- 
rials and labor the job required for 
completion after the job is done. In 
this way he neglects to compile valu- 
able data that would help him not 


only to know whether he made 
money on the job or not but would 
also be valuable as a guide on simi- 
lar future jobs. 

In this connection take a job of 
metal roofing, say a residence with 
hips and valleys. The sheet metal 
man will say, I will do this job for 
so much a square and he does the 
work. He should keep a record of 
the exact amount of time and the 
exact amount of material used on 
the job. There are a number of 
items going into that roofing job 
which cause the costs of doing the 
job to mount that are not taken into 
account when at first the job is fig- 
ured. If no account is kept of them 
during the progress of the work, the 
contractor does not know where he 
is at. 

One other very important item is 
that of collections. It is perhaps 
one of the most important of all. 
Just as soon as a job is completed 
if it is not a cash job, a statement 
giving a complete history of the job 
is sent to the customer. It is my 
experience that it is not a good 
policy to wait until the first of the 
month before sending out the state- 
ments. Send them out as soon as 
the job is completed. Then the 
owner has the amount of the bill in 
his mind as soon as the job is done 
and he can send in a check for the 
amount or ask for any adjustments 
he wishes when the whole matter is 
fresh in our minds. If there are any 
adjustments to make, these can be 
investigated and authenticated or 
explained at once. This sort of 
dealing between customer and con- 
tractor makes for pleasant business 
relationships. In making my rec- 
ords I make an original and one 
carbon copy. The original I keep 
and send the carbon to the customer. 
When the bill is paid I mark it so 
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on the original and file it for refer- 
ence in an indexed file. 

I also keep a day ledger into 
which I post each day’s sales. These 
are totalled at the end of the month, 
giving me a record of the amount of 
business done during that month. I 
also keep a separate account of the 
money I pay the men and the over- 
head account, and other expenses. 

My terms are 30 days net and if 
the bill is not paid at the end of 60 
days, I try the Nye way; that is, | 
go and see the delinquent and try to 
determine why the bill has not been 
paid. In this way if there has been 
any misunderstanding, I find it out; 
if not, the customer knows that I 
am on the job and that he must pay 
or offer some plausible reason he is 
not paying. I also get a definite 
statement out of him as to when he 
can pay. 

All through the year 1927 I did 

a good volume of business, and am 
happy to say that at the beginning 
of the new year I had only one ac- 
count that was more than 60 days 
old. During the year 1927, too, I 
‘lost only one account, and this oc- 
curred because the firm went into 
the hands of the receiver. The 
amount of my loss on this was 
$20.35. 

My watchword is, if I put just as 
much energy into the collecting of 
my accounts as I do in any other 
phase of the business, I will get 
business, make friends and get my 
money when the work is completed. 
When I hear a man complaining 
about poor business and competition 
I can visualize that man’s place of 
business and know his attitude 
toward his business. 


A. C. Willard Awarded 
Holland Tunnel Medal 

Professor A. C. Willard, head of 
the Department of Mechanical En- 
gineering, University of Illinois, and 
President of the American Society 
of Heating and Ventilating Engi- 
neers, has been awarded-a bronze 
medal commemorating the recent 
opening of the Holland Tunnel un- 
der the Hudson River between New 
York and New Jersey. The medal 
Was presented by the New York 
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State Bridge and Tunnel Commis- 
sion and the New Jersey Interstate 
Bridge and Tunnel Commission, as 
a mark of appreciation for the pro- 
fessional services rendered by Pro- 
fessor Willard in connection with 
the ventilation investigation of the 
twin traffic tubes. 

Professor Willard, who is a na- 
tionally-recognized authority in 
heating and ventilating engineering, 
was appointed in 1920 a consultant 
on ventilation to the chief engineer 
of the tunnel, the late Clifford M. 
Holland. 

Metal Branch 
to Meet in Boston 
May 3 and 4 

The seventeenth annual meeting 
of the Metal Branch of the National 
Hardware Association of the United 
States will be held in Boston, Massa- 
chusetts, May 3 and 4, 1928. The 
Copley-Plaza Hotel will be used. 

A very interesting program is be- 
ing arranged and many subjects of 
vital importance in the sheet metal 
industry will be discussed. 

F. O. Schoedinger, Columbus. 
Ohio, is chairman and will preside 
at this meeting. 


B. F. Sturtevant Company, 
Boston, Compiles New 
Planing Exhauster Tables 

Of unusual interest to the sheet 


metal contractor engaged in erecting 
systems for collecting and convey- 
ing shavings, sawdust, chips, dust 
from emery wheels and similar ma- 
terials is a bulletin just issued by 
the B. F. Sturtevant Company, 
Hyde Park, Boston, Massachusetts. 
The bulletin is on planing mill ex- 
hausters which gives tables which 
can be used in connection with blow 
pipe systems of many different 
kinds. 

The bulletin, in addition to giving 
the usual fan tables, has a special 
table newly devised giving the regu- 
lar size connections of various wood 
working machinery and a very use- 
ful table for use by the non-tech- 
nical man m order to determine a 
suitable fan for an average blow 
pipe system. This latter table ob- 
viates the necessity for extensive 
and intricate computations. 
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A copy of these tables should be 
in the office of every sheet metal 
contractor, whether he at the pres- 
ent time is engaged in the erection 
of planing mill, dust and shavings 
collecting systems or not. A thor- 
ough knowledge of the methods em- 
ployed to determine the size of fans 
and ducts for a given purpose, which 
can be gained from this set of 
tables, should be a part of the equip- 
ment of every sheet metal contrac- 
tor and workman. In writing for 
the catalog, which will be sent free 
upon request, ask for catalog No. 
356. 


B. F. Sturtevant 
Moves Cleveland 
Office 


B. F. Sturtevant Company, Bos- 
ton, manufacturer of blowers, fans, 
motors, turbines, etc., has _ trans- 
ferred its Cleveland office from 
1603 St. Clair Avenue to 445 Penton 
Building, 1213 West Third Street. 


Comi 
Comentins 


ae 
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American Zinc Institute tenth an- 

nual meeting, Hotel Statler, St. Louis, 
Missouri, April 16, 17 and 18, 1928. 
Secretary, Stephen S. Tuthill, 27 Cedar 
Street, New York. 
_ Southern Hardware Jobbers Associa- 
tion, American Hardware Manufacturers 
Association, Edgewater Gulf Hotel, Bi- 
loxi, Mississippi, April 16 to 19, 1928. 
Secretary-Treasurer John Donnan, 923 
American National Bank Building, Rich- 
mond, Virginia. 

National Warm Air Heating and 
Ventilating Association, Hotel Stev- 
ens, Chicago, Illinois, April 24, 25 and 
26, 1928. Secretary Allen W. Wil- 
liams, 174 East Long Street, Colum- 
bus, Ohio. 


Metal Branch of the National Hard- 
ware Association of the United States, 
Copley-Plaza Hotel, Boston, Massa- 
chusetts, May 3 and 4, 1928. Chair- 
man, F. O. Schoedinger, Columbus, 
Ohio. 


_ Texas Sheet Metal Contractors’ Asso- 
ciation, Houston, Texas, May 7 and 8, 
1928. Secretary, Harry L. Stanyer, 2422 
Alamo Street, Dallas. 


_Arkansas Retail Hardware Associa- 
tion, Little Rock, during the month of 
May 15 and 16, 1928. L. P. Biggs, sec- 
retary, 815-16 Southern Trust Building, 
Little Rock. 


National Association of Sheet Metal 
Contractors of the United States, the 
Ohio Sheet Metal Contractors’ Asso- 
ciation, joint convention, Hotel Statler, 
Cleveland, Ohio, May 22, 23, 24 and 
25, 1928. J. M. Saunders, 215 Plymouth 
Building, Cleveland, Ohio, convention 
chairman. 
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Unfilled Steel Orders Fall Off But Only Slightly 


Pig Iron Inquiries Less— 
Zinc Prices Up—Tin Down 


ONSUMPTION of steel con- 

tinues on so high a plane that, 
despite practically record-breaking 
rates in the Pittsburgh and Chicago 
districts have been _ increased 
slightly. 

Consumers are not making many 
fresh commitments, already being 
well covered for the new quarter 
and fearing nothing from the price 
situation, but they are converting 
raw steel into finished products at 
a rate exceeding the first quarter’s 
best. 

So dominant are the favorable 
factors and so greatly has the ten- 
sion been relieved with the advent 
of the second quarter, from which 
not so much is expected, that senti- 
ment is noticeably improved. 

For specifications tq expand, 
even moderately, on the heels of the 
best first quarter in history is im- 
pressive. 


Pig Iron 


At Pittsburgh interest in the pig 
iron market is less noticeable. Sales 
occasionally are closed without for- 
mality of inquiries. 

Most valley furnaces quote $17, 
valley, on basic. 

A local independent ‘steel interest 
having a frieght rate of $1.76, or 
the same as the rate from the valley, 
quoted $17, furnace, but did not re- 
ceive the order. 

Other orders for steelmaking iron 
are small. One merchant producer 
sold several hundred tons in the past 
week at $17.50, valley, the largest 
individual lot being 300 tons. 

Occasionally small lots of 
foundry and malleable iron are sold 
at $17.25, base, valley, despite re- 
ports that one merchant interest is 
willing to take second quarter con- 
tracts for No. 2 plain at $17, valley. 
An Ohio user of low phosphorus 
iron closed for 300 tons with a 
Delaware river furnace. 

At Chicago, while several ton- 
nage sales of pig iron were made in 


this district in the past several days 
for the third quarter, buying for 
earlier delivery is more active. In- 
quiries are numerous, indicating in- 
terest beyond the second quarter. 

An eastern buyer has purchased a 
round tonnage for third quarter for 
his plants in this territary. 


Spot sales are unusually heavy. 
Shipments are slightly larger. A 
number of melters are speeding up 
delivery. 

The amount of iron sold for de- 
livery by boat from Lake Erie fur- 
naces is small. 

Options are reported on this iron 
at less than $18. 


The local market is firm at $18.50, 
base. Sales of silvery iron are light. 
A fair amount of charcoal iron has 
been booked at $24, base. 

Five of nine merchant furnaces 
in this district are active. 


At Birmingham, the fact that the 
aggregate of pig iron business from 
week to week equals or exceeds 
slightly the production eliminates 
apprehension in the market. 

The price still is $16, base; Bir- 
mingham. Surplus stock of foundry 
iron has been reduced a little. 

Foundries and machine shops ex- 
pect large orders from makers of 
machinery used in New Orleans and 
Louisiana cane fields. 

Copper 

Business with domestic users of 
copper has been unusually light the 
past week but the price has held firm 
at 14.25 cents, Connecticut, and 
14.3714 cents, Midwest. 

This quietness is natural after the 
large buying of two weeks ago. 

Tin 

The price on tin slipped back a 
cent and on liquidation sold at 51.62 
cents to 51.75 cents. 

March Statistics were unusually 
strong but the world market evi- 
dently is not as strong fundamental- 
ly as the statistics indicate. 


The figures undoubtedly show 


consumption has recovered to a 
high level, close to production, but 
the trade is uncertain such large use 
will run through the year and there 
is no sign that output will diminish. 


Total supplies held by producers 
are not shown by the statistics. 


Lead 


Lead buying has been active. 
Users still want prompt shipment 
metal but have bought some for 
May. Shipments have increased. 


The St. Louis price has gone up 
\4-cent to 6.00 cents but the New 
York price has advanced only 10 
points to 6.10 cents the past week. 


Zinc 


In the zinc market prime western 
has firmed up. 

Buying has improved moderately 
but a more important factor is the 
Joplin ore situation, with real pro- 
duction curtailment in effect. 

Smelters generally are unwilling 
to sell much metal ahead for more 
than six weeks except at a premium. 

The price now reaches the high- 
est point it has been in several 
months. 


Solder 


Chicago warehouse prices on 
solder are as follows: Warranted 
50-50, $33.00; Commercial 45-55, 
$30.00; plumbers’, $27.00; all per 
100 pounds. 


Old Metals 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $16.00 to $16.50; 
old iron axles, $21.50 to $22.00; 
steel springs, $15.00 to $15.50; No. 
1 wrought iron, $11.00 to $11.50; 
No. 1 cast, $12.75 to $13.25, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows per 
pound: Light copper, 9 cents ; zinc, 
3% cents; cast aluminum, 13% 
cents. 
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The NEW IMPROVED *“‘STANDARD’’ 
a ROTABLE VENTILATOR 
HIS favorite ventilator 






has been further im- 
proved to insure— 
Greater Durabilit 
Now made iiss Geceeties 
t jency 
ARMCO IRON _ Better Balance 


The New Cone-top Suspen- 
sion, new Bronze Guide 
Bushings, and Cross Braced 
Skirt are the new features. 
Let us tell you in detail all 


about this better ventilator. 
Write for special circular and 
“Standard” Ventilater and Chimney 
Most Efficient Combination en the cnaneumnend 


STANDARD VENTILATOR CO., LEWISBURG, PA. 











GEROCK BROS. MFG. CO. 
SHEET METAL ORNAMENTS 


AND STATUARY 
1252 So. Vandeventer Ave., St. Louis, Mo., U.S.A. 
Write for Catalogue 








FEOLUS 
FOR HOMES 


The home should be prop- 
erly Ventilated—few of them 
are. Here is a sales oppor- 
tunity often overlooked by 
the average Sheet Metal 
Worker, but one which offers 
a lucrative business to those 
who take advantage of it. 


FEolus-Dickinson 





The 12-Cylinder Ventilator 
Used in Every State 


in the Union. 
Vent Makers Since 1888 
SPECIFY ZEOLUS = 388-82 South Artesien Asenue 
VENTILATORS Phone: Lafayette 1862-1863 














All Sizes and Shapes of Holes 
In Steel, Zinc, Brass¢ Copper, Tinplate, ete. 
For All Screening, Ventilating and Draining * 
EVERYTHING IN PERFORATING METAL 


sili HARRINGTON & KING PERFORATING (0 
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KESTER SOLDER 


Self-Fluxing 





(Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 




















Flows Under the Seams 


T IS IMPORTANT in Sheet Metal work 
to have well soldered joints. A diffi- 
cult job may be well handled to the 
finish—but if the soldering is weak, 
the work falls flat. 


By using Kester Solder, you know 
your job will last. Inside of this hollow 
wire solder are tiny pockets full of 
scientifically prepared flux. This flows 
to the job just before the solder melts, 
and you guide it rightwhere you want it. 


This eliminates the old acid pot and 
saves one-third of the time together with 
labor and material. Kester figures a 
neat saving for the a user. 





oe 
Kester Acid-Core ~~) ‘or general use in 1 Ib. cartons; ot, 
5 and 10 lb. spools. Sait package Acid-Core Solder, Kester 
Metal Mender for autoist, householder, etc. For delicate 
_ radio and electrical work — Kester Rosin- Core Solder. 


RA by the 


CHICAGO SOLDER COMPANY 


4241 Wrightwood Ave. 
CHICAGO, U.S. A. 











Mention AMBRICAN ARTISAN in your reply—Thank you! 
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AMERICAN ARTISAN 


Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN is the only publication containing Western 
Metal, Furnace Supply and Hardware prices corrected weekly 





METALS 





PIG IRON 


Chicago Fdy., 
Be O. anaes encessccceecss $18 60 
22 01 


Southern Fdy. 
Lake Superior y RAY 27 04 
Malleable ...cccccsssccce -. 18 60 


FIRST Be et! BRIGHT 
N PLATES * 
1C 20x28 112 sheets...$25 10 
Ix 20x28 29 60 
20x28 66 sheets. 16 20 


XXX 2OK28.... 2... ee eeeee 17 65 
IXXXX P|) ¢ | Pee 18 96 


TERNE PLATES 
Per Box 
IC 20x28, 40-lb. 112 sheets oes 4 
20x28, 40-lb. 112 sheets 
IC 20x28, 26-lb. 112 sheets 
20x28, 25-lb. 112 sheets 
IC 20x28, 20-lb. 112 sheets 
20x38, 20-lb. 112 sheets 

IC 20x28, 16-lb. 112 sheets 
“ARMCO” INGOT IRON PLATES 


No. 8 ga. up to and including 
% in.—10@ Ibs. ........+. $4 65 


ee eeeeee 


COKE PLATES 


Cokes, 80 Ibs., base, 20x28.$13 60 
Cokes, 90 Ibs., , 20x28. 13 80 
Cokes, 100 Ibs., , 20x28. 14 00 
a 107 Ibs., base, IC 
BMD. oteacdcsivivesgecs - 14 80 
Cokes, 135 Ibs., base, IX 
HBS ncccccce eoecescoece 16 40 
Cokes, 155 Ibs., base, 56 
BOD cccccevccetcosceces 9 20 
Cokes, 175 lbs., base, 66 
WOOD  cccccdeccsacecorecs 10 06 
Cokes, 195 Ilbs., base, 66 
GROSB ccccccccccccccecee 10 90 


BLUE ANNEALED SHEETS 
Base 10 ga......per 100 Ibs. $3 60 
“Armco” 10 ga..per100lbs. 4 00 


ONE PASS COLD ROLLED 
BLACK 





No. 18-20...... -Pper 100 Iba. $3 75 
MO. BBcccccceces per 100 lbs. 3 90 
INQ. Bb. cccccsecs per 100 Ibs. 3 96 
BOs Bee ccccece +-Pper 100 Ibs. 4 06 
NO. BT. ccccccccs per 100 Ibs. 4 10 
BO. BBcccccccces per 100 lbs. 4 20 
WO, Bie ccccceces per 100 Ibs. 4 35 
WG. Besccscscaas per 100 Ibs. 4 45 
“ARMCO” GALVANIZED 
“Armco” 24....per 100 Ibs. $6 16 
GALVANIZED 
Me. Be crsccseces per 100 lbs. $4 30 
WO Bscvscccee +-per 100 Ibs. 4 45 
WO. Bcccccscees per 100 Ibs. 4 60 
We Mis cevecanad per 100 Ibs. 4 66 
WO. Bbccccecsess per 100 lbs 4 80 
We, “Bic candevtes per 100 Ibs. 6 05 
| = Server per 100 Ibs. 6 15 
De, Biecerecoene per 100 Ibs. 6 30 
BO Be cvicsccas per 100 Ibs. 6 70 
BAR SOLDER 
Warranted 
eee easeben per 100 lbs. $33 00 
Commercial 
GE-BS -cerecccs per 100 lbs. 380 00 
Plumbers -per 100 lbs. 27 00 
a ZINC 
Gee GOMES ic ccbebcasecisceeds $ 8 60 
SHEET ZINC 
Cash Lots (600 Ibs.)........ $12 00 
eS BED . natetes dédentcen 13 00 
BRASS 
Sheets, Chicago base........ 17%c 
ee es 
Tubing, brazed base ........ 26 
2. SS leer pees te 18\%c¢ 
WED Sebwhsserecr onwer 16%c 
COPPER 
Sheets, Chicago base........2 
Se OD ‘an chitin Gaagineds 44a 
Tubing, seamless base. $ c 
Wire, No. 9, B & S Ga....18%c 
Wire, No. 10, B & S Ga....19¢ 
Wire, No. 11, B & S Ga -19%c 
Wire, No. 3. B &8Ga. ‘and 


heavier .......ceeeereeeen, 18%c 


Smerioee BE seacceccccecee $7 00 

ORS WepeSe06ece cee ceos 8 00 
TIN 

. sg oe per 100 Ibs. $59 00 

ee BO cceceocs per 100 lbs. 60 00 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES- 
SORIES. 


ASBEST: 
Paper up to 1/16...... 6c per Ib. 
ROll» Doard .4....s00- 6 
Mill board 3/32 to %... 
Corrugated Paper (250 
sq. ft. to roll)....$6 00 per rell 
_ BRUSHES 
Furnace Pipe Cleaning 
Bristle, with handle, each $0 75 


Flue Cleaning 


Steel only, each......... 1 25 
BURRS 
Copper Burrs only ...... 40-2%% 


CEMENT, FURNACE 
American Seal, .5-lb. cans, net $ 46 
American Seal, 10-lb. cans, net 86 
American Seal, 25-lb. cans, net 2 26 


TEED onc 0geeesé per 100 lbs. 7 60 
CHIMNEY TOPS 
Adams’ Revol 
Wt. Doz Price Doz. 
@ QMrecccccce 31 IDB... ccccee $11 00 
BS Mibsscccess me Etc cococes 11 60 
T Trccecccces 30 Ibs.......6. 13 60 
BS tMicccecese 33 Ibs......... 15 00 
D Bicccccces Gl TBO... cccccee 16 60 
BO Diicaccoces 56 Ibs..... «+++ 18 00 
UB Tocccccecs OS TBrcccceces 22 00 
14 EB. ccccsiecs BRO. TRB ccccccece 36 00 
CLINKER TONGS 
BEE. a dococcoccceccesececes $0 75 
POP GOB. coccvccecescecece 8 40 
CLIPS 
Damper 
No-Rivet Steel, with tail 
pieces, per grogs........ $9 50 
Rivet Steel, with tail 
pieces, per gross ........ 60 
Tail pieces, per gross..... 2 40 
COPPERS—Soldering 
Pointed Roofing 
3 > and heavier..... per lb. 40c 
BUH Ws coccccsccecceces per lb. 45c 
2 ib. Chobe nceccoescece per Ib. 48c 
SAE-TE ch bebbi deg ewan ee per Ib. 55c 
1 TR. cecce eccccccceoes per lb. 60c 
CORNICE BRAKES 
Chicago Steel Bending 
Bed. 2 OO GB. cccscccccccceces Net 
CUT-OFFS 
Gal., plain, round or cor. rd. 
Be MOD. ceadéccccevseccceces 30% 
i tiene ins bs beees 6cee 35% 
DAMPERS 
“Yankee’ Hot Air 
7 inch, each 20c, doz...... $1 60 
8 inch, each 26c, doz...... 2 20 
9 inch, each 30c, doz...... 2 60 
10 inch, each 32c, doz...... 2 80 
Smoke Pipe 
DE, Gln ccoccceccencces $1 60 
Bs Gv ccccccccceccese 2 20 
D PRG, BeBe ce ccccccccecece 3 00 
BO Bs Mivnces cdccccecess 3 76 
BE Ws Gedo ccc cccccesocee 4 60 
ADAMS No. 1 CHECK 
Check and Collar Complete 
D BG, BBG ce ccanceccese 00 
@ FROM, OREMe ccc ccccsccccs 2 25 
End Only 
BO ere 1 60 
so | > —erereere 1 86 
Collar Only 
errr 50 
D BE, OBO Minn coed ccacccccs 65 
No. 2 CHECK 
©. Sey GRE iwi wwesdcpecces 1 60 
O. CGE Secs s Fea rerccccs 1 00 


10% Disc. on Adams No. 1 
and No. 2 Check 


Diamond Smshe Pipe 


DT Us Mi cebccccccsadces $ 2 00 
& inch, ad hecbevescndees 3 20 
DF, Wb 00.006 0: cccsece 4 80 
10 inch, dog.........- - 6 00 


Adams’ Sheet Metal 

© Wy Win a bé0660s0%0d600 $1 60 
DOG Go cescecnccecevcec 2 20 
Ds 906 idddocle dae ° 2 60 
DO BR Gs 0k bavd¥s cswacd . 2 80 
Ss Mi wec<cdeed scenes 3 60 
OO CG, BiBebcsedcecestanex 5 00 


EAVES TROUGH 


Galv. Crimpedge, crated 75 & 5% 
Zinc, “Barnes” 


ELBOWS 
Conductor Pipe 


Galv. plain or corrugated, 
round flat Crimp. 


Se Eo sacadeenncanwene 60% 
SO GEES ‘sctdetecese+csved 45% 
BS GD ccstecrbanevcctes 15% 
Galv. & Terne Steel 
Plain Rd, and Rd. Corr.: 
SS Gb. ecweocctscenectscdecs 60%, 
OS GA. waedudescis cpcteidccs 45% 
BO GAN aballenecss. ecaccace 15% 


Square Corrugated 
No, 28 Gauge 
26 Gauge 


Portico Elbows 


Standard Gauge Conductor Pipe, 
plain or corrugated. 


Not nested .......0s+. 70 & 5% 

Nested Solid ......... 70 &5% 
Sq. Corr., A. & B. & Octagon 

28 Ga. 900s evce ceceseces 50% 

a a: sa¢beeadeotaosnownee 35% 
Portico 

BR”, BUM, BM oc coccvccccses 45% 
Copper 

16 oz., all designs.......... 50% 
Zinc— 

AM GRpOER ccdievccecceccsicns 60% 


ELBOWS—Stove Pipe 
1-piece Corrugated. Uniform Blue 


“Milcor’ No. 28 Gauge. Doz. 
Behe cocccccvccvccctecsece $1 05 
CORE cccccecedeceeVeseccbe 1 20 
Fae ©. sec Wed coe es ee Gke 1 75 

Special Corrugated 
G-inch ...eeceee ecevcecccccs $1 00 
T-INCH ..ccccccccccsscsecces 1 60 
Adjustable—Uniform Blue 
“Milcor”’ No. 28 Gauge. Uniform 

Blue. 

BOOM  cccdceethas ‘ oee--81 66 
G-fmGM «. cccccecéescesnacosan 1 75 
Time wscccevccccscocs ° . 210 


WOOD FACES—50% off list. 


FENCE 
726-6-12%% (100 rods)....$28 68 
948-6-14% % (100 rods).... 43 62 


FILES AND RASPS 


Heller’s (American) ...... 50-10% 
AMOPFICAD cccccccccccccees 60-10% 
BPGBRS ccccodevceveccccescccss 50% 
Black Diamond .........++«:. 50% 
BaSF® ncccccccccccoscccesseses 50% 
Great Western ......-seeres 50% 
Kearney & Foot .......+..«++. 50” 
pe Re eee 50% 
Nichol@on ....-eseeeees desees 50% 
BeemORES cccccvccccceeccececs 60% 


FIRE POTS 
Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasoline Torch, 1 
Gh cccesenesesevesndes? $618 
No. 0250, Kerosene, or 
Gasoline Torch, 1 qt... 6 50 
No. 10 Tinner’s Furn. 
Square tank, 1 gal..... 11 26 
No. 16 Tinners Fur 
Round tank, 1 gal...... 10 70 
No. 21 Gas Soldering Fur- 
BAC .cccccccescccceses 3 60 
No. 110 Automatic Gas 


Soldering Furnace .... 10 60 
Quick Meal Stove Co. 
Vesuvius, F. O. B. St. Louis 30% 
(Extra Disct. 4 large 


quantities. 
GALVANIZED WARE 


Pails (Galv. after made), 
BOG, 26s cc cep sesedeseneses $2 0@ 


RS + Fy ee 6 75 
ste. i in 00 600 6664060 020608 6 60 
GLASS 
Single Strength, A, 52-in. 
DPACKOES 2 ccccccvcccccccess 87% 


Single Strength, A, 34 to 40- 
in. bracket 86% 
Single Strength, A, all oe, 
brackets .....++.-+ eevee 89-56% 
Double Strength, A, all sizes..89% 


HANGERS 
Conductor Pipe 
Milcor Perfection Wire..... re 
Mileor Triplex Wire....... 10% 


Eaves Trough 
Milcor Steel (galv. after 
forming) List ....plus 12%% 


Milcor Selflock E. T, Wire, 
LAse  dsesoccees onese plus 60% 


Conductor 
“Direct Drive’ Wrought 
Iron for wood or brick. .15% 


HUMIDIFIER 
“Front-Rank,” Automatic 
In single lots......++.++++. 50% 
In lots of 10 or more... .50-5% 
In lots of 25 or more...50-10% 
Vapor pans, etc., each...... 50% 
LIFTERS 
Stove Cover 
Coppered ......-- per gro. $6 60 
Alaska) .......5- per gro. 4 76 
MALLETS 
Tinners 
Hickory ....++-. per doz. $2 26 
MITRES 
Galvanized steel mitres, 

BE GO. ocpsccecssocecsccscees 70 
BB GR. cocapecevcceseccees 60-20 
NAILS 
Cut Bteed oocvcccvsccssecesss $4 35 
Sut FOR cccccccccecevsccece 4 35 

Wire 
COMATMGM ccoccccccecccccce - 810 
Cement Coated ........+++- 310 


(Continued on Page 80) 
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| TWO TAYLOR’S 
BRANDS 


to Tie to 


First in the minds of sheet metal men is 
our famous HAND MADE roofing tin—the 
highest quality, longest lived roofing tin in 
the world, the old “TAYLOR’S Old Style, 


known since 1905 by the new name 


6yrarset and Arrow, 
©)RoorING TNO) 


Now we have gotten out a New Tin, but 
the best machine made plate ever produced, 
for those who want to pay less. This is 
known as 


Taylor’s Extra Coated 
40 lb. Copper Bearing O. H. 


Ample stocks carried by all distributors. 
Ask them for TAYLOR’S. 


N. & G. TAYLOR COMPANY 
Broad and Arch Streets Philadelphia 

















Headquariers for Good Roofing Tin Since 1810 




















"KEYSTONE BOILER HANDLES | 


Emakea | 

complete | 
line of Boiler | 
Handles. 





Also handles for 


Boiler Covers 
Cut shows No .40 | 
style. | 
Let us send you | 
samples. 
SOLD BY | 
LEADING 
JOBBERS | 


E BERGER BROS. Co. | 


229 to 237 ARCH STREET PHILADELPHIA, PA. | 


Warerooms and Factory: 100 to 114 Bread Street | 
Manufacturers of “‘Quaker City” line of Miters, Ends, Cape and Outlets 4) 

















electrical, 

rope, barb- 
ed, plain, 

nails (bright 

and coated), tacks, spikes, bale ties, hoops, springs, 
netting, wire fences, steel posts, steel gates, trolley 
wire, rail bonds, flat wire, cold rolled strip steel, piano 
wire, round and odd-shape wire, screw stock, weld- 
ing wire, concrete reinforcement. Aerial tramways. 


Illustrated books describing uses, FREE 





AMERICAN 





ARTISAN 











American Steel & Wire 


Sales Offices: Chicago, New York 
and All Principal Cities — Company 








Round 
Corrugated 





Plain Round 


NEVER MADE WITHOUT THIS 


” 
TRADE F Diochmann, MARK 
e 
ee 


Quality and Service Made ’em Famous 





Made of one piece of heavy gauge material, 

in all styles and angles from 10 to 90 

degrees, of 24, 26, 28 ga. ternes, then 
galvanized after formation. 


DIECKMANN 
Elbows and Shoes 


are the standard of the market 
and always give satisfaction 


Send for new catalogue 26 showing complete line 


The Ferdinand Dieckmann Co. 


P. O. Station B, Cincinnati, O. 


Square 
Corrugated 
Style A 


Not made lighter than 
28 ga. or 16 oz. copper 
















Say you saw it in AMERICAN ARTISAN—Thank you! 











A 


Aeolus-Dickimson Co 

Agricola Furnace Co. 

Akrat Ventilators, Inc. 

American Brass Co... 

American Foundry & 
Co. 

American Furnace Co. 

Armco Distributors Assn. 
America : 

American Steel & Wire Co.... 

American Wood Register Co.. 

Arex Co. 

Armstrong Furnace Co. 

Auer Register Co. 

Automatic Humidifier Co. 


Furnace 


Banner Mahoning Furnace Co. 
Barnes Metal Products Co 


Berger Bros. Co. . 

Berger Co., L. D.. 

Bertsch & Co. 

Brillion Furnace Co 
Buckeye Products Co. ‘ 
Burgess Soldering Furnace Co. 
Burton Co., W. J.. 


Cc 


Chicago Solder Co. 

Cleveland Castings Pasters Co. 

Connors Paint Co., Wm....... 

Copper & Brass Research As- 
sociation 


D 


Dieekmann Co., Ferdinand.. 
Diener Mfg. Co., Geo. W.... 
Dreis & Krump Mfz. Co 


E 


Eaglesfield Ventilator Ce...... 


F 


Fanner Mfg. Co. 

Floral City Heater @o 

Fox Furnace Co. 

Forest City-Walworth Run 
Fdy. Co. 

Fort Shelby Hotel 

Friedley-Voshardt Co. 


G 


Gerock Bros. Mfg. 
Graff Furnace Co. 


Co. 


Hall-Neal Furnace Co. ....... — 
Harrington & King Perf. Co... 77 
Hart & Cooley Co.... 

Haswell, John C 

Henry Furnace & Foundry Co. 49 
Hess-Snyder Co. . 

Hessler Co., H. E... 

Homer Furnace Co. 

Hyro Mfg. Co. 


Independent Register & 
Co. 

Inland Steel Co. 

International Heater (Cbd 


Mfg. 


K 


Kernchen Co. 
Kirk-Latty Co. 


AMERICAN ARTISAN 


ADVERTISERS’ INDEX 


The dash (—) indicates that the advertisement runs 
en a regular schedule but does not appear in this issue. 


L 


Lamneck & Co., W. E 
Lamson & Sessions Co., 


Langenberg Mfg. Co oe 
La Salle Machine W iin. 5 ae 
Lennox Furnace Co 

Linde Air Products Co... 
Lupton’s Sons Co., Dayid 


The 


Marshalltown Mfg. — 
May-Fiebeger Co. oe 
Merchant & Evans Co. -- 
Meyer & Bro. Co., F.... 52 
Meyer Furnace Co., The...... 46 
Milwaukee Corr. Co..Back Cover 
Moncrief Furnace Co. . 50 
Mt. Vernon Furn. & Mfg. Co.. — 
Mueller Furnace Co., L. J..... — 


N 


New Jersey Zinc Sales Co.. The — 


oO 


Osborn Co., The J. M. & L. A 
Oxweld Acetylene Co. 


P 


Parker, Kalon Corp. 
Peck, H. E. 

Peck, Stow & Wilcox. 
Polk & Co., R. 


Prest-O-Lite Co., 


Q 


Quick-Meal Stove Co. 
Quincy Pattern Co. 


Rybolt Heater Co. ee 
Ryerson & Sons, Inc., Jos. T. 


Ss 


Sheet Stee} Trade Ex. Comm... 
Standard Furn. & Supply Co.. 
Standard Ventilator Co. 

St. Louis Tech. Inst 
Sturtevant Co. 

Success Heater Mfg. Co 


Front Cover 


Taylor Co., N. & G.. 
Technical Products Co. 
Teela Sheet Metal Co 

The Thatcher Co. 

Tuttle & Bailey Mfg. Co 
XXth Century Htg. & Vent. 


U 


United States Register Co.. 

Unishear Co., Inc. 

Utica Division, Richardson 
Boynton Co., 


¥. 


Vedder Pattern Works. 
Viking Shear Co. 


Ww 


Warm Air Furnace Fan Co..... 
Waterman-Waterbury Co. 
Western Steel Products Co.... 
Wheeling Corr. Co. 

Whitney Mfg. Co., W 
Whitney Metal Too! Co. 
Williamson Heater Co 

Wise Furnace Co 

Wonder Gas Appliance 
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Markets—Continued from Page 78 


NETTING, POULTRY 
Galvanized before weav- 


Me sce 60% 
Galvanized after weaving. 50- 10% 
PASTE 
Asbestos Dry Paste: 
Barrel 


barrel 
Ib. pail . 


POKERS, STOVE 
eet Peated, coil handles, 
ts) 


r Zz. 
W’r't Steel, str’t or bent, 
per doz. $0 


1 


Conductor 
Cor. Rd., Plain Rd., or Sq. 


Galvanized 
Crated and nested (all 
BAuges) ....- +++ ++ ++ 1-2 
Crated and not nested 
(all gauges) 


Furnace Pipe 
Double Wall Pipe and 
Fitti Sececeange OOS 
Round 
cccsceee HOG 
in Fit- 


ee ee ee 


Singio “Weil Pipe, 
Galvanized Pi 

Galvanized and 
CRED . 0 eos qvewe 


Lead 
Per 100 ibs. . 


Stove Pipe 
“Milcor” “Titelock” 
Stove 
28 gauge, & tmeh U. C. 
BOBTOG .npevccccccccces 
28 gauge, 6 inch U. C. 
nest eeeceoes 11 
= Ease, 9 inch U. ‘c. 


ted cceece 
30. eau °, “S inch U.S 
SONGS cccoccceccss 
~~ gauge, 


Uniform Blue 


“7? ‘inch ULC. 


est 
10 “couse. 
ested 


eoccscccccccsces 19 


T-Joint Made up 
6-inch, 28 ga... 


All Zine 
No. 11, all styles........... 


PULLEYS 
Furnace Tackle....per doz. $0 5 8 


-per dos. $ 4 00 


-60% 


-per 

Furnace Screw (enameled) 

ccesdeadencecesouee Ge 76 

PUTTY 
Putty, 


100-1b. 
«+--$3 60 


Commercial! 
Kits 


QUADRANTS 
Malleable Iron Damper.. 


REDUCERS—Oval Stove Pipe 


Per Doz. 
1—6, ome. 1 doz. in 
GRPEER ccccciccccccesenccuee OF 


--10% 


REGISTERS AND BORDERS 
Baseboard, Floor and Wall. 


Gast TFOR .cccccccccncccens cc 
Steel and Semi-Steel.........40% 
Baseboard, 1 piece....... ee 
Baseboard, 2 piece...........40% 
Wall ... ‘ton 
Adjustable * Ceiling Ventilators 


Pee eee ee ee eee eee eee) v0 


Register Faces—Cast and Steel 


Japanned, Bronzed and 
Plated, 4x6 to 14x14 
ces—Ca 


14x14 to 38x42..... 
Ventilating Register 


Per gross .... 
Small, per pair 
Large. per pair 


RIDGE ROLL 

Galv., Plain Ridge Roll, 
, . 75-10-6% 

-. Plain Ridge "Ro i 
ated cooete “10% 
Globe Finials” tor "Riage Roll. 50% 


SCREWS 
Sheet Metal 
7, 4x%, per gross........$0 62 
No. 10, %x3/16, per gross 68 
No. 14, %x%, per gross.. 88 


SHEARS, TINNERS’ 
& MACHINISTS’ 


Viking 


ee 


Lennox Throatiess 
Be. . 38. cceod 
Shear blades os cece co LO® 
(ft. o. b. Marshalltown, Iowa) 


REGISTER 
--$12 00 dos. 


SHIELDS, 


No. 1 “Gem” floor... 
No. 2 “Gem” wall 


SHOES 


Galv. 28 Gauge, Plain or cor- 
rugated round flat crimp...60% 


26 gauge round fiat crimp....45% 
24 gauge round fiat crimp....18% 


SNIPS, TINNERS 


Clover Leaf 
National 


Steel and Iron 
(Add for bluing $3 per des. net) 


Try and Mitre 
DONS ccecvecsseces 
Winterbottom’s 


-per doz. $6 00 
---10% 


se eee en eeee 


STOPPERS, FLUE 


Common ..........per dos. $1 1° 
Gem, No. 1........per doz. 1 10 
Gem, flat, No. 8....per dos. 1 66 


VENTILATORS 


Standard ds eeee BO te 40% 


Piain annealed wire, Ne. 8 
per 100 Ibs. 


Galvanized barb wire, per 
Bee WBE, sé ccccccsegenseees 8 
wee Cisth—dleeks painted, 
12-mesh, per 100 sq. 
Cattle Wire—gcalvanized catch 
weight spool, per 100 Ibs.. 3 
Galvanized Hog Wire, 80 rod 
spool, per spool 
Galvanized Plain Wire, No. 
9%, per 100 
Stove Pipe, 


“eter eeeeee 


per’ stone...... 1 


WRINGERS 


, Guarantee ...ceach $8 

. Bicycle ......each 

. Domestic ....each 
Brighton ....each 

, Guarantee ...each 
Bileycle . each 

. Pioneer. .- each 

. Superb -..eaeh 
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Dreis & KRuMP MANUFACTURING Co. 

















+ —————EEe Sones 

















METAL CEILINGS 
SPECIALISTS IN SPECIAL WORK 
ESTIMATES SUBMITTED ON RECEIPT 
BLUE PRINTS OR DRAWINGS 








Ornamental Catalogue No. 50 on request 


FRIEDLEY-VOSHARDT CO. 


Office: 733-737 So. Halsted St. 
Factory: 761-771 Mather St. 


CHICAGO ILLINOIS 
Milwaukee Office: 853 Grant Blvd. 








WHEN you write to advertisers please 
mention that you saw it in 
AMERICAN ARTISAN 








\e 7404 Loomis Street Chicago = 
ARCHITECTURAL bd 
sueeT Meta. | | Whitney Lever Punches 
ORNAMENTS Widest known— Most universally used 
piss yt NEW SKYLIGHT 
ZINC CLOSE CORNER 
ear suytignt Penn” FLANGE PUNCH 
- Every Sheet Metal Worker Needs One. 
LEAD Weighs Only 10 Lbs. 
Also 1-2 Inch Opening Above Die Top. shylighe 





EASIEST OPERATED 
QUICKEST CHANGED 
UENTLY PAY FOR THEMSELVES 
ON FIRST JOB 


Over 40,000 In Use 


MADE IN 8 SIZES AND TYPES ©snse! Iron Punch 
OTHERS FOLLOWING 


Ne. 2 Punch ASK YOUR JOBBER 
or 
Write us, for circu- 
lars and prices. 


4 W. de ed 
han Y <® g. Co. 

EE 715 Park Ave., 
ROCKFORD, ILL. 








i ug 
Ne. 4 Tinner’s Punch 


Ne. 8 Punch 

















When writing mention AMBRICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 














Acetylene (Gas) Dissolved. 
Prest-O-Lite Co., Inc., 
New York, N. Y. 
Air Filters. 
Sturtevant Co., B. F., Boston, Mass. 
Bale Ties. 
American Steel & Wire Co., 
Chicago, Ill. 
Bolte—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 
Ryerson & Son, Inc., Jos. T., 
Chicago, Ill. 
Brakes—Bending. 
Dreis & Krump Mfg. ns 


° 
Ryerson & Son, Inc.,. Jos. 7. 
Chicago, 
Brakes—Cornice. 
Dreis & Krump Mfg. Co., 
Chicago, 
Brass and Copper. 
American Brass Co., 
Waterbury, Conn. 
Copper & Brass Research, As- 
sociation, New York 
Merchant & Evans Co. 
Philadelphia, Pa. 
Burners—Gas. 
Wonder-Worker Gas Appliance 
Co Cincinnati, Ohio 


Th. 
Ti. 


Ill. 


Cans—Garbage 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 


gs—Malleable. 
Co., Cleveland, Ohio 


Ceilings—Metal. 
Burton Co., The W. 
Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, Ill. 
Milwaukee Corrugating Co., 
o, La Crosse, Kan. City 
orrugating Co. ve 


Mil., Ch’ 
Wheeling, W. Va. 


Castin, 
Fanner Mfg. 


Wheeling 


Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 


Chimney sage. 
Standard Ventilator Co., 
Lewisburg, Pa. 


Check Dra 
Teela Sheet Metal Co., 
Oshkosh, Wis. 
Clinker Tongs. 
L. J. Mueller Furnace Co., 


Milwaukee, Wis. 


Copper. 
American Brass Co., 
Waterbury, Conn. 
Copper & Brass Reséarch As- 
sociation, New York 


Cornices. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Milwaukee Geqvageting Co. 
Mil., Ch’go, La Crosse, Kan. City 
Blo 


Cutting wpipes 
Oxweld Acetylene Co., 
New York, N. Y. 


Cut-offe—Rain Water 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Dampers—Quadrants—Accessories. 
Milwaukee Corrugating Co., 
Mil.. Ch’go, La Crosse, Kan. City 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Parker-Kalon Corp. 
New York, N. Y. 
Dies—Punch & Press. 
La Salle Machine Works, 
: socenge, Til. 
Diffuser—Air Duct 
Aeolus-Dickinson Co., 
Chicago, Ill. 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Doors—Metal. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Drive Screws—Hardened Metallic 
Parker-Kalon Corp., 
364 West 13th St., New York 
Eaves Trough. 
Barnes Metal Products Co., 
°c Chicago, Ill. 
0. 


Philadelphia, Pa. 
Byrton Co., The W. J., 
Detroit, Mich. 

Berger Co., L. D., 
Philadelphia, Pa. 
Lupton’s Sons Co., Davi 
Philadelphia, Pa. 
Milwaukee Ry, ~~ Co., 

Mil, Ch’ La Crosse, Kan. City 


New Sesees’ “zine Sales Co., The 
New York, nm. F. 


Berger Bros. 


Wheeling Goctuqatins Co., 
Wheeling, W. Va. 


Elbows and Shoes—Conductor. 
Barnes Metal Products Co., 
Chicago, IIl. 
Dieckmann Co., Ferdinand, 
oe a Ohio 
Lupton’s Sons Co., 
Philadelphia, Pa. 
aiwaunes Corrugating Co. 
. Ch’'go, La Crosse, Kan. City 
Wood Faces—Cold Air. 
Auer Register Co., Cleveland, Ohio 
American Wood Register Co., 
Plymouth, Ind. 
Milwaukee Corrugating Co. 
Mil., Ch’go, Crosse, Kan. City 


United States Register Co., 
Battle Creek, Mich. 


Fences. 


American Steel & Wire Co., 
Chicago, Ill. 


Fittings—Conductor. 


Barnes Metal Presucte So. 
icago, J'l. 

Milwaukee ET _, Co., 
Mil., Ch’go, La Crosse, Kan. City 


Flue Thimbles. 


a a: Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


+ Achact 





Furnace © 
Buckeye Products Co., The, 
Cincinnati, Ohio 


Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Milwaukee Corrugating Co. 
Mil., Ch’go, La Crosse, Kan. City 


Furnace Cement—Liquid. 


Technical Products Co. 
Pittsburgh, Pa. 


e + 





Furnace Cl * 
Brillion Furnace Co., Brillion, Wis. 
Sturtevant Co., B. F., Boston, Mass. 
Williamson Heater Co., 

Cincinnati, Ohio 


Furnace Faas. 
A. H. Robinson Co., Massillon, Ohio 
Warm Air Furnace Fan Co., The 
Cleveland, Ohio 
Williamson Heater Co. 
Cincinnati, Ohio 


Furnace Rings. 
Forest City-Walworth Run 
Founfries Co., Cleveland, O. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


ay oy 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 


Furnaces—Warm Ailr. 
Agricola Furnace Co.,Gadsden, Ala. 
American Furnace Co., 

St. Louis, Mo. 
American Foundry & Furnace 
Co., Bloomington, IIL. 
Armstrong Furnace Co., 
London, Ohio 
Brillion Furnace Co., Brillion, Wis. 
Floral City Heater Co., 
Monroe, Mich. 
Forest City-Walworth Run Fdy. 
Co., Cleveland, Ohio 
Fox Furnace Co., Elyria, Ohio 
Graff Furnace Co., New York, N. Y. 
Hall-Neal Furnace Co., 
Indianapolis, Ind. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Hess-Snyder Co., Massillon, Ohio 
Homer Furnace Co., 
Coldwater, Mich. 
Lamneck Co., W. E., 
Columbus, Ohio 
Co., 
st. Louis, Mo. 
Lennox Furnace Co., 
Marshalitown, Ia.; Syracuse, N. Y. 
May-Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., The, Peoria, Ill. 
Moncrief Furnace Co., Atlanta, Ga. 
Mt. Vernon Furnace & Mfg. Co., 
Mt. Vernon, lil. 


Langenberg Mfg. 


Mueller Furnace Co., L. J., 
Mi lwaukee, Wis. 
Rybolt Heater Co., Ashland, Ohio 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Success Heater Mfg. Co., 
Des Moines, Iowa 
Thatcher Co., Chicago, Ill. 
XXth Century Heating & Venti- 
lating Co., Akron, Ohio 
Utica Division of — 4" & 
Boynton Co., Utica, N. Y. 
Waterman-Waterbury — 
Minneapolis, Minn. 
Western Steel Products Co., 
Duluth, Minn. 
Williamson Heater Co. 
Cincinnati, Ohio 


Wise Furnace Co., Akron, Ohio 


Garages— Metal. 
Thomas & Armstrong Co., The 
London, Chio 


Gas (Acetylene) Dissolved. 
Prest-O-Lite Co., Inc., 


New York, N. Y. 


Gas (Nitrogen). 


Linde Air Products Co., 
New York, 


Gas (Oxygen). 
Linde Air Products Co., 
New York, N. Y. 


Glass— Wire. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Grilles. 


Auer Register Co., Cleveland, Ohio 
Harrington & King Perforating 


Co., Chicago, Ill. 
Hart & Cooley Co., 
New Britain, Conn. 
Independent Reg. Co. 
Cleveland, Ohie 


Tuttle & Bailey Mfg. 
Chicago, Ii. 


United States Register Co., 
Battle Creek, Mich. 


Grilles—Store Front. 
Tuttle & Bailey =e. >. 


hicago, Ill. 


Guards—Machine and Belt. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Handles—Boller. 
Berger Bros. Co., Philadelphia, Pa. 


Handles—Soldering Iron. 
Hyro Mfg. Co., New York, N. Y. 


Hangers—Eaves Trough. 
Berger Co., L. D., Patteéctphie, Pa. 
Lupton’s Sons Co., vid, 
Suiladelphia, Pa. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 


Heaters—Cabinet. 
Fox Furnace Co., Elyria, Ohio 
Mueller Furnace Co., J., 
Milwaukee, Wis. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 


Heaters—Gas. 


Heaters—School Room. 
Floral City Heater Co., 
Monroe, Mich. 
Meyer Furnace Co., The, 
Peoria, Ill. 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 


Hooks—Conductor. 
Berger Co., L. a 
Philadelphia, Pa. 


Hotels. 
Fort Shelby Hotel, Detroit, Mich. 


Humidifiers. 
Automatic Humidifier Co., 
Cedar Falls, Iowa 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 


Lath-——Ex Metal. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Croase, Kan. City 


Machines—Crimping. 
Bertsch & Co., 
Cambridge City, Ind. 


Machinery—Culvert. 
Bertsch & Co. 
Cambridge City, Ind 


Machines—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind 
Burton Co., The W. J., 
Detroit, Mich. 


Dreis & Krump Mfg. Co. 
Chicago, In 
La Salle Machine Works, 
Chicago, Ill. 
Marshalitown Mfg. Co., 
Marshalitown, Iewsa 
Osborn Co., The J. M. & 
Cleveland, Ohio 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., Jos. T., 
|e wae Ti. 
Whitney Mfg. Co., W. 
Rockford, mn. 
Whitney Metal Tool Co. 
Rockford, Ti. 


Mandrels. 
Hyro Mfg. Co., New York, N. Y. 


Metals—Perforated. 
Harrington & King Perforating 
Co., Chicago, Il. 
Miters. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Miters—Eaves Trough. 
Barnes Metal Presaste. § Co., 


hicago, Ili 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Mil, Ch’go, La Crosse, Kan. City 
Nalils—Hardened Masonry. 
Parker-Kalon Corp., 
New York, N. Y. 


Nalls—Wire. 
American Steel & Wire Co., 
Chicago, 


Nitrogen (Gas). 
Linde Air Products Co., 
New York, N. ¥ 


m 


Ornamente—Sheet Metal. 
Friedley-Voshardt Co., 
Chicago, Ill 
Gerock Bros. Mfg. Co., 
St. Louis, Mo 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Oxygen (Gas). 
Linde Air Products Co., 
New York, N. ¥ 


Co., Wm., 
Troy, N. ¥ 


Patterns—Furnace and 
Cleveland Castings Pattern Co. 
Cleveland, Ohio 
Quincy Pattern Co., Quincy, Ill. 
Vedder Pattern Works, 
> Troy, N. Y. 


Pipe and Fittings—Furnace. 
Burton Co., The W. J., 
Detroit, Mich. 


Henry Furnace & Fdy. Co. 
Cleveland, Ohio 
Lamneck Co., E., 


* Columbus, Ohie 

Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, . mg City 


Mueller Furnace ” 
Milwaukee, wis 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 
Standard Furnace & Supply 
Omaha, Neb. 


Paint. 
Conners Paint Mfg. 





Mention AMERICAN ARTISAN im your reply—Thank you! 
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VESUVIUS 


BLOW TORCHES 


in pint or quart sizes. 
With quickly removable soldering iron 
hooks. 


Vesuvius Blow Torches are 
made of brass or non-corrosive 
oxydized terne plate. The lat- 
ter is particularly recommended 
for hard usage. 





Write for prices and illustrated 
circular today 





Fer Gasoline 


QUICK MEAL STOVE COMPANY 


Div. American Stove Company 
825 Chouteau Ave. St. Louis, Mo. 


— Ven 
FORMING DIES 
for 
a | POWER PRESSES OR BRAKES 
“WE make forming dies to your 


specifications for working sheet 

metal in any shape on your Presses A 

or Brakes Por 
Tell us what you want to form—or 


P / 
what shapes you are interested in— / / 
9 | we will gladly consult with you. a 


WRITE FOR CATALOG D10-27 {10 
_f WHICH SHOWS NUMEROUS SHAPES 7 


LA SALLE MACHINE WORKS 


3019 SO. LA SALLE ST. CHICAGO, ILLINOIS 


























‘Where 
Can 
I Buy—’’? 


VERY day we receive scores of 
letters, telephone calls and 
telegrams from our readers— 
sheet metal contractors and 
warm air heating contractors, 
asking us where they can purchase 
materials, special machinery, supplies, 
different types and makes of furnaces, 
repairs and what not. 





a 


b3j 
3 


Manufacturers also and advertising 
agencies who know of our reference 
service and information bureau make 
use of AMERICAN ARTISAN in lo- 
cating firms, manufacturers of certain 
brands, makers of specialties, etc. 


You are urged to make use of this 
service. 


“Let us tell you where you can buy it.” 


AMERICAN ARTISAN 


620 So. Michigan Ave. Chicago, Illinois 





No. 8 Imperial Punch with Base 


Operating handles will not become 
disengaged. 


. CAPACITY—%%” hole thru 4” iron. 
Weight, 16 Ibs. Length over all 
25%". 


HE base is very convenient, as 

there are a series of holes drilled 

and tapped in the table for 
clamping on various locating stops 
-——and it also has a swivel arrange- 
ment so that a table can be used in 
any desired location. It can be 
fastened permanently by two holes 
provided for that purpose. 


Write for Catalog and Price List 
on Entire Line. 





Can Be Furnished With 
or Without Base 


WHITNEY METAL TOOL CO. 


93 Forbes Street Rockford, Illinois 








Srriy- 
“Torrid” Tinners 


have stood the test of time. 
Imitations come, go, are 
changed but “Torrid” stand- 
ard is unalterable and price 
always right. 

GEO. W. DIENER 
MFG. CO., CHICAGO 


Makers of fine Blow Torches and 
Fire Pots. 





























TREADLE SHEAR 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 


it, sheets can be squared, trimmed 
or slit. 
We make a complete line of 


shears, punches and bending rolls, 
all sizes for hand or belt drive. 
Write for Catalog “S.” 


BERTSCH & COMPANY Cambridge City, Ind. 























= 











Sead for catalog today 


"VIKING SHEAR 


Compound LEVER Handle—Removable Blades 


VIKING SHEAR CO., Erie, Pa. 


A child can work therm 























Say you saw it in AMERICAN ARTISAN—Thank you! 
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Pipe and ye aE 
Meyer & Bre. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 


Pipe—Conductor. 


Barnes Metal Products Co. 
Chicago, 


o., 
Philadelphia, Pa. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Friedley-Voshardt Cc., 
ee Ill. 
Lapteon’s Sons Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co. 
Mil., Ch’go, La Crosse, Kan. City 
New Jersey Zinc Sales Co., 
New York, 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Il. 
Berger Bros. C 


Poste—Steel Fence. 


American Steel & Wire Co., 
Chicago, Ill. 


Presses. 
La Salle Machine Works, 
Chicago, Ill. 


Punches. 
Bertsch & Co., 
Cambridge City, Ind. 
La Salle Machine Works, 
Chicago, Ill. 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., Jos. 


Chicago, Til. 
Whitney Mfg. Co., W. A., 
Rockford, Til. 
Whitney Metal Tool Co. 
Rockford, Ii. 


Punches—Combination Bench and 
Hand. 


Hyre Mfg. Co., New York, WN. Y. 

Ryerson & Son, Inc., Jos. T., 
feago, Til. 

Whitney Metal Tool Co., = 


Rockford, 
Whitney Mfg. Co., W. A., 
Rockford, Til. 


Punches—Hand. 
Hyre =. Co., New York, N. Y. 
Ryerson Son, Inc., Jos. T., 
Chicago, Ii. 
Whitney Metal Too! Co., 
paeaseee, TH. 
Whitney Mfg. Co., be 
Rockford, Ti. 


Putty—Stove. 
Connors Paint Mfg. Co., Wm., 


Troy, N. Y. 
Pecora Paint Co. 
Philadelphia, Pa. 


Radiater Cabinets. 
The Hart & Coney Mfg. Co., 
ew mereata, Conn. 
Tuttle & Batley * Mfg. Co 
Chicago, I. 


Radiators—Shields. 
Beh & Co., Inc., New York, N. Y. 


Armstrong Furnace Co., 
London, Ohio 


bination Gas & Coal. 
Meal Stove Co., 

St. Louis, Mo. 

Newark, N. J. 


Ban 
Qu 
Thatcher Co., 


Ranges—Gas 
Quick Meal Stove Co., 
St. Louis, Mo. 


Register Shields. 
Beh & Co., Inc., New York, N. Y. 


Registers—Warm Air. 
Auer Register Co., og Ohio 
RS iwalwe Cl sland, oO. 
es ove 

Hart & Cooley Co. 

New Britain, Conn. 
BMenry Furnace & Fdy. 

yClaveland, Ohie 

Lamneck & Co., 


_* am Ohio 
Meyer & Bro. Co., F., Peoria, IL 
Milwaukee Corruga ing Co., 
Mil., Ch’go, La Crosse, Kan. City 
Mueller Furnace Co., 
Milwaukee, Wis. 
Standard Furnace & Supply Co., 
Oma Neb. 
Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 
United States Register 
Battle Creek, Mich. 


Registers—W ood. 
American Wood Register Co., 
Plymouth, Ind. 
Auer Register Co., Cleveland, Ohio 
Milwaukee Corrugating Co., 
Mil, Ch’go, La Crosse, Kan. City 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
United States Register 
Battle Creek. Mich. 


Repaire—Stove and Furnace. 
Hessler Co., H. E., 
Syracuse, N. Y. 


Ridging. 
Aone Distributors Ass'n 
as dletown, “onto 
ns Co., 
phia, Pa. 


Lupton's 
Bniteder 
Mil, Ch’go, La Crosse, Kan. City 


Milwaukee Corrugating 


Bivete—Stove. 
The Kirk-Latty Co 
Cleveland, Ohio 


Lamson & Sessions 
cienitend, Ohio 
Ryersen & Son, Inc., Jos. 
Chicago, Tm. 


Rods—Stove. 
The Kirk-Latty Co 


Lamson & Sessio 


ncigvelana, Ohio 
Cleveland, Ohio 


Rolle—Forming. 


Bertsch & Co., 
Cambridge City, Ind. 


Roofing Cement. 
Connors Paint Mfg. Co., Wm., 


Troy, N. Y. 
Pecora Paint Co., 
Philadelphia, Pa. 


Reof—Fliashing. 
Hessler Co., H. B., Gyracese. N. Y. 
Milwaukee *Corrugat ng Co 
Milwaukee, Wis. 


 , 


Armco Distributors Ass’h o: 
America, “iadietown, “onto 
Burton Co., The W. J., 
Detroit, Mich. 


Friedley-Voshardt Co. ns ™. 
cago, 


Inland Steel Co., Chicago, Ill. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Osborn Co., The J. M. & L. A. 
Cleveland, *Snio 
Ryerson & Son, Inc., gee. m 
Chicago, Ill. 
Wheeling Corrugating Co., 
Wheeling, Ww. Va. 


Roofing—Tin. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Taylor Co. 3 N. & G., 
Philadelphia, Pa. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Roofing—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Hart & Cooley Co., 
New Britain, Conn. 


Schoole—Sheet Metal Pattern 
Drafting 


St. Louis Technical Institute, 
St. Louis, Mo. 


Schoole—Warm Air Heating. 


St. Louis Technical Institute, 
St. Louis, Mo. 


Screws—Hardened Metallic Drive. 
Milwaukee Corrugating Co., 
Mil., Ch’ 2 Crosse, Kan. City 
Parker-Kalon 
354 West Sch" St., New York 


Screws—Hardened Self-Tapping, 


Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Parker- n Corp., 
200 Varick St., New York 


Screens—Perforated 
Harrington & King Perforating 
Co., Chicago, Ill. 


Shears—Hand and Power. 
Marshalltown Mfg. 


Co., 
Ma rshalltown, Iowa 
Peck, Stow & Wilcox Co., 
Southington. Conn. 
Ryerson & Son, Inc., oy T., 


icago, Ill. 
Unishear Co., Inc., 
New York, N. Y. 
Viking Shear Co., Erie, Pa. 


Sheet Metal Screws—Hardened, 
Parker-Kalon Corp., ‘ 
200 Varick 8t., New York 


Sheete—Black and 
Armco Distributors Ass'n of 
America, Middletown, Ohi 

Burton Co., The W. J., 
Detroit, Mich. 


Inland Steel Co., Chicago, Ill. 


Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Capea 
Mil., Ch’go, ay a Kan. City 
Osborn Co., The J. M. & L. A., 
et a 2 Ohio 
Ryerson & Son, Ince., Jos. 


heads. Il. 
Taylor Co., N. & G., 
Philadelphia, Pa. 
Wheeling Cooraqaes Co., 
Wheeling, w. Va. 


Sheete—Iron. 
of Distributors Ass'n of 
7 town, Ohie 
solhaant & Evans 


Philadelphia, Pa. 
Milwaukee Corrugating 
Mil, Ch’go, La Crosse, .% City 

Ryerson & Son, Inc., Jos. T., 
Chicago, Il. 


Merchant & Evans 
Philadelphia, Pa. 
Taylor Co., N. 


& G., 
Sniladelphia, Pa. 


Sheete—Zinc. 
New Jersey Zinc Sales Co., Be, 
New York, N. 


Shingles and Tilee—Metal. 
Milwaukee Corrugating o.. 
Mil, Ch’go, La woees, Kan. City 
Wheeling Coorg 
ling, Ww. Va. 


unwauhes On Corruge ~~ eo 
Mil., Ch’go, La Crosse, Kan. City 


Sifters—. 
Diener Mfg. Co., G. 


Ciitcago, il. 


Sky Lights. 
Lupton’s Sons Co., Davi 
Philadelphia, Pa 
Milwaukee Corrugating Co., 
Mil, Ch’go, La Crosse, Kan. City 


Sn 
Peck, Stow & Wilcox Co., 
Southington 
Ryerson & Son, Inc., Jos. Nagy 
Ch icago, Th. 


Solder. 
Chicago Solder Co., Chicago, Ill. 
Milwaukee Cee ating be 
Mil, Ch’go, La Kan. City 


Solde Fu 
Burgess Soldering Furnace " 
Col a Shite 
Diener Mfg. Co., G. 
Citcage, In. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Ryerson & Son, Inc., Jos. T., 
Chicago, Ii. 


Specialties— 
Diener Mfg. Co., G. W., 
Chicago, Ill. 
Hessler Co., H. E., Syr N. Y. 
Stars—Hard Iron q 
Fanner Mfg. Co., Cleveland, Ohie 


Friedley-Voshardt Co. 


Chicago, Tn. 
Gerock Bros. Mfg. Co., 
St. Louis, Me. 


Stove Pipe Reducers. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La ese, Kan. City 


Stoves—Camp. 
Quick Meal Stove Co., 
St. Leuis, Me. 
and Oil. 


Stoves—Gasoline 
Quick Meal Stove Co., 
St. Louis, Me. 


Stoves and 
Quick Meal Stove ~ 


t. Lo Me. 
Thatcher Co., Newark, N. J. 


Packs, Seeing, Sete. 
American Steel - ee 


Chicago, Ill. 


Burten Co., The W. J., 
Detroit, Mich. 
vou Corrugating Co., 
.. Ch’go, La Crosse, see. , ame 
oubeva Co., The J. M. & Lh 
Cleveland, ‘Shie 
Taylor Ce., N. & G., 
Philadelphia, Pa. 


Toole—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind. 
Burton Co., The W. J., 
Detreit, Mich. 


Dries & Krump Mfg. Co., 
Chicago, Ti. 
Hyro Mfg. New — N. Y. 
Marshalltowa ute 
MaFshaltiown, Iowa 
Osborn Ce., The J. &L. A. 
Glevelned, Ohie 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., oan P.. 


icago, Ill. 

Viking Shear Co., Erie, Pa. 
Whitney Mfg. Co., W. A., 

Rockford, Ii. 
Whitney Metal Teol Co., 

Rockferd, Il. 


Torches. 
Burgess Soldering Furnace Co. 
. Columbus, Obie 
Diener Mfg. Co., G. W., 
Chicago, Ill. 
Quick Meal Stove o. 
a Lowe Me. 


Ryerson & Son, oan Jos. T., 
Chicago, Tm. 


Trade 
& Brass Research As- 
New York, N. Y. 
Trade Extension 
Pittsburgh, Pa. 


Copper 
sociation, 

Sheet 58 
Committee, 


ve. 
Fanner Mfg. Co., Cleveland, Ohteo 


Ventilators. 
Aeolus Dickinson Co., Chicago, Iil. 
Akrat Ventilators, Inc., 
Chicago, Ill. 
Chicago, Ill. 


Philadelphia, Pa. 
Friedley-Voshardt Co., 

Chicago, Til. 
Kernchen Co., Chicago, It. 
Lupton’s Sons Co., David, 
Ls a Pa. 


Arex Company, 
Berger Bros. 


‘ Milwaukee Co Co., 
Mil., Ch’ Ca Kan. City 


entilator Co., 
Lewisburg, 


Standard 
Pa. 


Ven x 
Hart & Cooley Co., 
New Britain, Cona. 
Henry Furnace & Fdy. 
Cleveland, Ohie 
Tuttle & Bailey Mfg. te 
New York 


Lupten’s Sons Co., David, 
Philadelphia, Pa. 


Wire— Electrical. 
American Steel & Wire Co., 
Chicago, Il. 


Wire 
American Steel Pa Wire 2 oe 
Chicago, Til 


Wire 
Amerigan Steel ite Co., 
Chicago, 


Mordllant & vans Co, 


Philadelphia, Pa. 


New Jersey - S 
ow York, N. Y¥. 





i 


When writing mention AMERICAN ARTISAN—Thaenk you! 








April 14, 1928 


WANTS AND SALES 


Yearly subscribers to the 
AMERICAN ARTISAN may in- 
sert advertisements of not more 
than fifty words in our Want and 
Sales Columns WITHOUT 
CHARGE. 

Such advertisements, however, 
must be limited to help or situa- 
tion wanted, tools or equipment 
for sale, to exchange or to buy, 
business for sale or location de- 
sired and must reach our office 
by Thursday of the week of pub- 
lication. This privilege is not ex- 
tended to manufacturers or job- 
bers—or those making a business 
of buying and selling used ma- 
chines, employment agencies and 
brokers. 

When sending advertisement 
state whether your name or blind 
number is to be used. 


BUSINESS CHANCES 








AMERICAN ARTISAN 
SITUATION WANTED 


85 


HELP WANTED 








Want to exchange fertile, well located 
and improved grain and stock farm, one-— 
half mile to town and elevator or stock 
yards; accredited grade and high schools; 
sixty miles to Kansas City; for an estab-— 
lished combination plumping, heating and 
tinning business in a good town, or half 
if the business is !arge enough to justify. 
Address J-471, AMERICAN ARTISAN, 
= S. Michigan Avenue, Chicago, Ili- 
nois. 


Wanted—An all around sheet metal 
worker. One with experience at soliciting 
and estimating for an established sheet 
metal shop. Will sell an interest to the 
right man. Address K-470, AMERICAN 
SSeRAN, 620 S. Michigan Av., Chicago, 
llinois. 


TINNERS’ TOOLS 














For Sale—Sheet meta! business com- 
pletely equipped shop in a live little 
town; $1,000 will sandle good will and 
stock. Address Antelope Valley ore, 
Lancaster, California. K-471 








SITUATION WANTED 








Position wanted by first-class sheet 
metal worker. Have been foreman and 
layout man in shop making elevator and 
mill supplies for past 8 years. Desire 
connection with shop where I can invest 
one have steady employment. No floater 

boozer. Would like position around 
| nm Va., or Muskogee, Okla. Ad- 
dress Z~470, AMERICAN ARTISAN, 620 
Ss. Michigan Ave., Chicago, Ill. 


Situation Wanted as working fore—- 
men by first-class sheet metal worker 
in all its branches such as comes in a 
first class shop. Keads blue prints, can 
figure work. Have handled men in all 
branches of tin and sheet metal trade 
for 20 years. Best references furnished. 
Address E. G. Collins, 566 Rowland St., 
Henderson, N. C. Y-470 








tni Rods—Dealers who are sell- 
ing tales Protection will make money 
by ting to us for our latest’ Factory to 
Dealer Prices. We employ no salesmen 
le save you all overhead Our 

Pure Copper Cable and Fixtures are en- 
dorsed by the National Board of Fire 


Write today for samples and ices. L. K. 
Diddie Company, Marshfield. nw Wisc. 





Well established Piumb:ng, Heating and 
Tinning Business for sale. Thorou rit 
cumueee in the respective lines. ne 

entire ground, buildings and 

iness—in part or whole. Location a. vot 
best on coast. State, when writing, best 
roposition. Poor health reason for sell- 
ng, Address S-470, AMERICAN AR- 
a 620 So. Michigan Av., Chicago, 

nois. 


For Sale—A good furnace and sheet 
metal business on fine corner. Estab-— 
lished for over 40 years. Good set of 
tools. Shop about 40x40. Two stories, 
modern six room house in connection. 
Other interests reason for selling. For 
ee and other particulars write Albert 

artmann, 715 Washington Ave., Terre 
Haute, Ind. E-~471 








For Sale—Established furnace and 
sheet metal business in city of 17,000 in 
middle west. Good opportunity for 
right man. Other business is reason 
for selling. For particulars write B-—471, 
AMERIC ARTISAN, 620 S. Michigan 
Ave., Chicago, 





For Sale—Sheet metal] and furnace shop 


Address 
es RMERIGAN <RTISAN. 620 South 
Michigan Avenue, Chicago, Ilinois. 





For Sale—Small stock of hardware. 
Well established location with cheap 
overhead. Good reason for selling. For 
further informati.n address omack 
Hardware. 1475 So. Pearl St., Denver, 
Colorado. R-470 


For Sale—Sheet metal shop in one of 
the best towns ol its size in Illinois. 
Established 16 years. Owner wants to 
sell on account of old age. Will invoice 
at about $1,600.00. If interested write to 
Sturm Tin Shop, Macomb, Ill. D-471. 


For Sale—Tin shop in central Iowa 
town of 20,000. Low overhead and good 
busines. Can be bought cheap for cash. 
Address C-471, AMERICAN ARTISAN, 
620 S. Michigan Ave., Chicago. 








Position wanted by first-class sheet 
metal worker and furnace man. Can 
make any kind of pattern. Can do good 
job of plumbing. Age 28 years, mar- 
ried and wish steady job. Missouri or 
adjacent states preferred. State wages. 
Address A-471, AMERICAN ARTISAN, 
620 S. Michigan Ave., Chicago, IIL. 





Situation Wanted—By first-class sheet 
metal worker, plumber and furnace man. 
State hours and wages in first letter. 
Can come at once. Address O-470, 
AMERICAN ARTISAN, 620 8S. Michigan 
Av., Chicago, Il. 


Situation Wanted—By all around sheet 
metal worker, skylight, ventilation, blow 
pipe and furnace work. Layout and work 
from blue prints. Address L—471, AMER- 
ICAN ARTISAN, 620 S. Michigan Ave.- 
nue, Chicago, Illincis. 








Situation wanted by practical sheet 
metal worker, plumber and warm air 
yet ed installer and hot water heating. 

70, AMERICAN ARTISAN, 
$20 South Michigan Ave., Chicago, IIl. 





Position Wanted—By plumber and tin- 
ner. 25 years at the trade. Minnesota, 
So. or North Dakota preferred. Address 
Frank Van, Granite Falls, Minn. P-470 


HELP WANTED 


We are in need of a man who can lay 
out patterns, make skylights, gutter 
mitres and the sirmple things that come 
into an ordinary shop. Must be able to 
do furnace work, rcvfing of all kinds, and 
blow piping. A man who does not have 
to tell how much he knows but one who 
can show how mucin he knows and then 
do it. We do not want any other kind 
of a man to answer this ad. If you are 
the above and can produce a day’s work, 
we have a steady, year-round job in good 
town and good shop. We work nine 
hours a day and willing to pay $50 a 
week. We work every day in the year 
and you can come at once. Address 
M-471, AMERICAN ARTISAN, 620 South 
Michigan / venue, Chicago, Mlinois. 











Wanted at oy a combina- 
tion plumber and tinner. One with Mli- 
nois license or whv can get one. Work 
on furnaces and gutters and help 
plumber. To right man we will give 
steady job at $59.00 per week. Young 
man preferred. Address L-470, AMERI- 
CAN ARTISAN, 620 S. Michigan Ave., 
Chicago, IL 


8’ Dries & Krump steel brake. 

30” bar folder. 

30” forming rolls 

30” pipe folding machine. 

large turning machine. 

large burring machine 

setting-down machine. 

pipe crimper. 

beading machine with four sizes of 
beads, some hand tools and firepot. 
roll top desk. 

Maxwell truck. 

All at attractive price 

Write Fred Exner, $19 Michigan St., 
Niles, Mich. T-470 


ee 


—— 





We have for sale the following tools: 
1 burring machines, $9.50; 1 wiring ma- 
chine, $11.50; 1 setting-down machine, 
$14.00. All mentioned machines are with 
stands and in first-class condition. We 
also have one square head, $3.25; 
hatchett stake, $3.50; 1 needle stake, 
$1.50; 1 heavy Satmpson punch with 15 
throat (no dyes), $9.00. Address W-470, 
AMERICAN ARTISAN, 620 8. Michigan 
Ave., Chicago, Il. 





Wanted to Buy—A ten-foot foot-power 
square shear. Must be in good condi- 
tion. Write L. T. Peterson, Denison, 

H-471 


Iowa. 


The Ventilation Handbook, by Charles 
L. Hubbard. A practical book designed 
to cover the principles and practice of 
ventilation as applied to furnace heating, 
ducts, flues and dampers for gravity 
heating; fans and fan works for ventila- 
tion and hot blast heating by means of a 
comprehensive series of questions, an- 
swers and very plain descriptions easy to 
understand. Price $2.00. Order from 
Book Dept., AMERICAN ARTISAN, 6206 
South Michigan Avenue, Chicago, Tlinois. 











The problem of keeping an accurate 
set of books is one which gives many 
sheet metal contractors a lot of trouble. 
A new and very simple system called the 
National Faultless System makes it pos- 
sible for you to be your own bookkeeper. 
It is really four books in one. It con- 
tains records for four years and ALL 
transactions and records for one month 
are recorded on ONE PAGE. This system 
eliminates cash book, day book and jour- 
nal, but qualifies every transaction of a 
full month’s business on one sheet. Many 
other features. Write, for full details, 
Book Dept.,, AMERICAN ARTISAN, 620 
South Michigan Ave., Chicago. 





Exhaust and Blow Piping, by Hayes— 
Exhaust and Blow Piping has had an 
unusually big demand. A fresh supply is 
now off the press and is in our hands for 
immediate delivery. It has an invaluable 
treatise on the planning, cost, estimation 
and installation of fan piping in all its 
branches giving all necessary guidance 
in fan work blower and separator con- 
struction. 159 pages, 5x8. 61 figures 
Cloth, $2.00. Order from Book Dept., 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 





Mention AMERICAN ARTISAN in your reply—Thank you! 











SPECIAL NOTICES 


April 14, 1928 


BOOKS 


AMERICAN ARTISAN 
SPECIAL NOTICES 











The Rate for Special Notices 
— displayed want ads — 
$3.00 per inch per insertion 
When sending copy state whether 
your name or blind number is to be 
used—also how many insertions are 

desired. 


ATENTS 


HUBERT E. PECK 
Patent Attorney 


Barrister Bldg., WASHINGTON, D. C. 








RESPONSIBLE 
MANUFACTURERS 


of ventilating equipment of exceptional 
merits desire to get in contact with a 
party who will be interested in selling 
this equipment on commission basis. 
We are only interested in a representa- 
tive with a good selling ability cap- 


able of representing us with utmost: 


efficiency. Write for full particulars to 
F471, American Artisan, 620 South 
Michigan Avenue, Chicago, Illinois. 


200,000 Perfect 
Installations ! 


Write for prices today 


AREX COMPANY “<sicxto* 








~~ 
A 


Pann 


TEST ITS PULLING POWER 
AND NOTICE ITS EFFICIENCY— 


A quality uct, simple in 
design and accurate in detail. 


Write for Information and Prices. 


AKRAT VENTILATORS, INC. 


1191 Builders Bidg. CHICAGO 


_eowowoeorerereeeveereq,' 
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Manual of Automotive Radiator Con- 
struction and Repair, by F. L. Curfman 
and T. H. Leet—Anyone interested in 
Radiator Repairing will find the 185 pages 
of practical instructions and the 120 fllus— 
trations showing actual construction and 
repairing a big help. In a condensed 
manner some four to five thousand an- 
swers to questions are given. It is thor- 
oughly practical as both authors are men 
of wide experience in this work. Printed 
in large, easy to read type. Measures 
5%x9 inches. Price $2.50. Order from 
Book Dept., AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 


FOR SALE 


Sheet Metal Shop. Eight foot Chicago 
Steel Brake, SX®inch Squaring Shear, 
30-inch Bar Folder, 36-inch Slip Roll 
Folder, 30-inch Pipe Folder, one Turn- 
ing Machine, one Crimper and Bead- 
ing Machine, heavy, one Burring Ma- 
chine, a Bench Shear, Electric Drills, 
Vise, Hand Groover, Rivet Sets, Roof- 
ing Tongs, Ladders and other small 
tools and about $150 worth of mate- 
Address John ; 


CLEAN LIVING ROOMS 


WARM AIR FURNACES. Will not gas or 
be condemned if you paint INSA-LUTE 
(liquid porcelain) over the joints. Elimi- 
nates resetting. Also used on new installa- 
tions. Order an 8-lb. can @ $2.00. 


TECHNICAL PRODUCTS COMPANY 
East Liberty Pittsburgh, Pa. 





rial at a real bargain. 
H. Sutherland, 1545 East 60th Street. 
Dorchester 4300. 


Chicago. —g47l 





STEEL FURNACE 
WANTED 


Furnace man now covering Wiscon- 
sin and Northern Illinois, is looking 
for a good steel furnace on commis- 
sion. Best of references can be furnish- 
ed. Address J470, American Artisan, 
620 So. Michigan Ave., Chicago, III. 





AMERICAN ARTISAN 
ADS BRING RESULTS 





MR. EASTERN MANUFACTURER 


This ad places at your disposal a complete and modern fabricating plant, together with 
adequate warehouse facilities and a strategic rail and water transportation which will 
materially reduce freight charges and the time for deliveries to the Pacific Coast and Gulf 
Coast and intermediate points. 

Our plant, located in Iowa, on the Mississippi River,. is unusual in its size, completeness, 
arrangement and capdcity for high grade manufacture. It comprises a boiler shop, forge 
plant, machine shop, assembly plant, together with supporting departments, such as electrical 
department, tin shop, paint shop. 

A large and versatile engineering staff, together with an administrative and working 
organization possessed of long and varied experience stand behind our plant as your assur- 
ance of conscientious and capable service. 

How does this interest you? Address H470, % American Artisan, 620 S. Michigan Ave., 
Chicago, Illinois. 











I 
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sh 2 an py P ee 
Prt @ Winns EP ~ 


Supposing you owned a real race horse—wouldn't you engage the very best trainer to coach this 
_— to win the race? Of course you would—even paying $15,000 to $30,000 a year as your trainer's 


WHY NOT APPLY THIS COACHING TO YOURSELF—TO WIN? 


Your fortune can never be made by so you learned as an Apprentice—no 
a R.... you now are. If your Trade worth working at—it certainly is 


COME! IDENTIFY YOURSELF WITH THE NEW SCHOOL SEASON 


8ST. LOUIS TECHNICAL INSTITUTE is qualified to Coach you in a bigger 
Commercial way where we can open many , “eperteniiies like these for you: 
. Read Blue Print hnical 











Be 100% Better Mechanic, * Manager, 
Be a — Class Foreman, Successful Con’ 


3. 
4. Be an Expert Draftsman, . Successful Manufacturer, 
5. Plant Superintendent, 10. Co 
Yes, Sir! we train you in your own Ley Personal, aol Direct. 
Check your course—write today, before you forget it 
SHEET METAL DESIGN AND PATTERN DRAFTING 
SPECIAL WARM AIR FURNACE HEATING 
SHEET METAL CONTRACTING & ESTIMATING 
G VENTILATING ENGINEERING 


THE ST. LOUIS TECHNICAL INSTITUTE ©. W. KOTHE, Prin. 4543 Clayton Ave., St. Louis, Mo. 














Say you saw it in AMERICAN ARTISAN—Thank you! 
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AMERICAN ARTISAN 


These books make your work easier— 
and profits larger 


HAYES 
PRACTICAL 
EXHAUST 

AND BLOW 

PIPING 


XHAUST and 

Blow Piping has 
had an unusually 
big demand. A fresh 
supply is now off the 
press and is in our 
hands for immediate 


delivery. It has an 
invaluable treatise 
on the planning 


cost, estimation and 
Installation of fan 
piping in all its 
branches, giving all 


work blower and separator 
tion. 159 pages, 5 x 8. 
By Hayes. Cloth ..... 


“_ 
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THE VENTILATION 
HANDBOOK A PRACTICAL 


ed to cover the 
practice of ventilation as applied to 
ducts, flues and 
dampers for gravity heating; fans 
and fan work for ventilation and 


furnace heating; 


hot blast heating 
by means of a 
comprehensive se- 
ries of questions, 
answers and very 
plain descriptions 
easy to under- 
stand. By Charles 
L. Hubbard. 


Price... ‘$2.00 


necessary guidance in fan 


construc- 
51 figures. 2 09 
. 


ESTI- 
MATING 
SHEET 
METAL 
WORK 


NOTHER good 

book by Wm. 
Neubecker and A. 
Hopp. This is a 
new edition, A 
manual of prac- 
tical self-instruc 
tion in the art of 
pattern drafting 
and construction 
work in light and 
heavy - gauge 
metal, including 
skylights and 
roofing. cornice 


Books Wanted 


book design- 
principles and 


THE NEW METAL WORKER 
PATTERN BOOK [T contains 


individual pattern problems in every de- 
partment of sheet metal work, giving the 
complete methods of laying out all forms 
of work. It covers every detail from the 
selection of tools, through Linear and Geo- 








rep 
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Every Sheet Metal 
worker should own this 
2 Volume Encyclopedia 
of Sheet Metal Working 


HE most practical and useful 

treatises on the subject. 

Work of all the branches of the 
trade and the broadest scope of details 
are found—inside and outside work— 
small jobs and the most complicated 
are shown, explained and profusely 
illustrated. 

The first volume deals with all types 
and kinds of inside small and large 
sheet metal work. 

The second volume deals with the 
more advanced branches of sheet 
metal work, in fact is largely devoted 
to the architectural end of the busi 
ness. It consists of 400 double column 
pages and is illustrated with 711 en- 
gravings showing all methods under 
treatment, as well as perspective 
views of the subjects of the patterns 
and other demonstrations in their 
finished state. It includes drawing, 
full sized detailing and lettering, de 
velopment and construction of al! 
forms of sheet metal construction 
work. 

The volumes are bound in heavy 
cloth and each measures 9x12 in 


Each contains over 380 
pages and 680 original 
drawings. Price each..... . 








7 In 215 figures 


Covers and Flaring Articles; Pipe Interse« 


work. etc. 417 pages; 4%x 

7 In: Cloth, tions and Tee Joints 181 pages 

a «606658604006 7 substantially bound in blue cloth 1 50 
; . 


lustrated Price 


profusely 


For the enclosed $ 


J . ° ° 
enter following subscription (or renewal.) 


Name 


—— 


solutions of 


metrical Drawing to de- 
velopment of Difficult 


Problems by Triangu- 
lation. This revised edi- 
tion contains a series 
of automobile patterns, 
These include laying out 
guards, fenders cowls, 
skirts, hoods, etc It has 


514 pages, 895 illustrations 
and diagrams, measures $x 


12 inches and 
is cloth bound, 6 00 
Price .. ; . 





THE NEW 
TINSMITH’S 
HELPER AND 
PATTERN 
BOOK 


A NEW edition of 
one of the most 
popular books on 
tin-smithing and ele- 
mentary sheet metal 
work The contents 
of this new edition 
are new excepting the 
chapter on Mensura. 
tion, which has been 


re-arranged and 
amplified, and pos- 
sibly some fifty 


pages of problems 
and tables which are 
classified to the phase 
of the work they 
cover. This book covers simple geometry and 
every phase of modern pattern cutting, from the 
making of every type of Seam, Lap and Joint, to 
Conical Problems and Tinware, Elbows, Piping. 
Ducts, Gutters, Leaders, Cornice and Skylight 
Work and Furnace Fittings, 352 pages, 247 g- 


ures and 165 tables, flexible leather 
bound and measures 4%x5 inches 3 00 
By Hall V. Williams Price ‘ . 


ESSENTIALS OF SHEET METAL 
WORK AND PATTERN 
DRAFTING 


BY Professor J. 8 
Daugherty, a practical 








sheet metal worker and 
instructor at the Carnegie 
School of Technology In 


valvable to the sheet metal 
worker, contractor and in 
structor as weil as an 
elementary and advanced 
course for vocational! and 
trade school students and 
apprentices. Some of the 
subjects covered are Pat 


tern Cutting Soldering; 
Edging; Wiring; Radial 
Line Development; Pipes 
Elbows Miters Pitched 
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AMERICAN ARTISAN, 620 S. Michigan Ave. Chicago, Ill. 


NOTE : 


Deduct 10% | 
from TOTAL 

amount of | 
order when | 
subscription 

is included | 
with order fer ] 
---- setecieietetteiatedeidedeieied tates books. | 


send the books ordered and 



















AMERICAN ARTISAN April 14, 1928 








MILCOR-s 








Ingot Iron 
Shops are 


building bettcr business for 
themselves through modern 
merchandising methods. So 









can you! 
er, The North Avenue Sheet 
. Metal Works, Chicago, IIl., is 






one of the aggressive shops. 
The pictures here show what 
can be done with an ordinary 
shop to attract extraordinary 
attention. 









Use Your Windows 


HE sheet metal shop that keeps its windows work- 

ing can assure you that it pays! Use your win- 

dows. Many Milcor Sheet Metal Products make 
interesting displays. Stove Pipe and Furnace Pipe El- La 
bows can be arranged in various designs which will at- 
























; tract the attention of the public. Eaves Trough, con- ° ° 
. ductor pipe, elbows, and trimmings will help arrest Window D isplays He lp 
the eye of the passerby. Boost Your Business 
Milcor Ventilators, Spanish and American Metal Tile, N every other field of retailing, merchants have invested 
Metal Lath, Corner Bead, Metal Ceilings, Ornamental much money, time and effort to impress the public 
Conductor heads, architectural ornaments, ornamental with the quality of their products and the value of their 


services. And there is a strong trend in the sheet metal 


i lal : rk, etc. is- 
— special sheet metal wo k, oe be dis field to follow this profitable example. The more invit- 


played to good advantage. 


ing your shop can be made to appear, the more business 


1 i i : re to attract. 
Occasional window display-signs will help drive home epiaeries wentnecuts 


your message of service. If your front windows aren’t presentable now, you'll find 
it pays to remodel them or make them as attractive as 
Let the public see what you are selling. Put your possible. The impressions your shop makes through its 


windows should be a big asset to your business. 


windows to work! 


The famous Milcor-Armco Shop Sign shown here has helped hundreds of 
sheet metal shops to better business through specializing on Armco Ingot Iron. 
Along with the better profits on each individual job, you establish a reputa- 
tion for highest quality work and for superior service, which the public wants. 
These shop signs and other valuable advertising and selling helps are avail- 
able to every first class sheet metal shop. Ask for details. 


MILWAUKEE CORRUGATING COMPANY, Mitwauxez, Wis. 
CHICAGO, ILL. KANSAS CITY, MO. LA CROSSE, WIS, 


MILCO 


SHEET METAL PRODUCTS 
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